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SHARP ATTACK MADE 
ON PRESIDENT DUFFIN 


Head of Inter Southern Life Runs 
Afoul of Lot of Undesirable 
Publicity 


COMPANY NOT INVOLVED 


President James R. Brown of the Na- 
tional Bank of Kentucky Has Been 
Elected a Director 





LOUISVILLE, KY., Feb. 12. 
James B. Brown, president of the Na- 
tional Bank of Kentucky and publisher 
of the Louisville “Herald-Post,” has been 
elected a member of the board of direc- 
tors of the Inter-Southern Life. Insur- 
ance Commissioner Saufley of Kentucky 
attended the meeting of the board. Com- 
missioner Saufley said that other prom- 
inent directors would be elected to fill 
the vacancies. Mr. Brown is probably 
the most wealthy man in Louisville and 
possesses real financial genius. He has 
voluntarily taken on the job of restoring 
confidence in the company in public 
estimation following the publicity of the 
last few days. Mr. Brown will select 
outstanding men in Louisville to be as- 


sociated with him on the board. He 
stands high in Louisville. 
LOUISVILLE, KY., Feb. 12.— 


James R. Duffin, president of the Inter 
Southern Life, and also head of the 
Attorneys’ Mercantile Agency Co., a 
collection agency, which he operates in 
conjunction with his office as general 
counsel for the company, has over the 
past week or so been subjected to a 
great deal of undesirable publicity in the 
newspapers of Louisville, in connection 
with affairs of the collection agency, 
with which he claims he has had no 
active connection for some years past, 
other than that he holds the position 
of president, and his name is used. 
However, the matter has resulted in dis- 
barment proceedings having been filed 
in the Jefferson Circuit Court, in an 
effort to prevent Mr. Duffin from prac- 
ticing law. 
Duffin in Important Deals 


Mr. Duffin over the past several years 
has been known as a crack corporation 
lawyer, and has aided in the reorganiza- 
ton of a number of big companies 
which were in financial troubles. He 
has also handled some big deals, includ- 
ing sales of some big oil companies, and 
through technical and legal matters 
which prevented early payment of pur- 
chase money in one or more of these 
deals, he has made some strong enemies. 
The chief of these is William L. Martin. 
Mr. Martin is head of a large broom 
and mop manufacturing company, has 
i n interested in several oil producing 
tradpanies, has done a good deal of 
lines © in factory and other real estate 
ieee and was also active in reorgan- 

ation of the Magic Soap Co. and 
(CONTINUED ON PAGE 32) 











, MAKES STRONG CASE AGAINST WRITING | 
OF TRUSTS BY THE LIFE COMPANIES 








STRONG case against the tend- 
A ency for over-liberalization in op- 

tion settlements, particularly insur- 
ance trusts, has been made by Guy W. 
Cox, vice-president and general counsel 
for the John Hancock Mutual Life. Mr. 
Cox presented his arguments before the 
agency convention of the company at 
the home office this week and took this 
theme, because of the recent bulletin 
sent out by the company which stated 
definitely the company’s relation with 


life insurance trusts. Mr. Cox states 
that he believes life companies have 
overshot the mark in offering trust 


agreements and other liberal, long-time 
settlements and should work towards 
a basis of cooperation and not compe- 
tition with trust companies. He said, 
in part: 


Counsel Want Reasonable 
But Not Excessive Plans 


“IT want you to appreciate that coun- 
sel are eager to cooperate with the agent 
in furnishing the most liberal and effec- 
tive contracts that reasonably can be 
devised, and to give the agent the widest 
opportunity for salesmanship, and at the 
same time I must point out in a general 
way some of the difficulties and dan- 
gers in pursuing option settlements too 
far. If you and the insured will be 
content to keep within the plain and 
straight-forward contractual modes of 
settlement provided for in life insurance 
policies, all of us, including the public, 
will get along very well. The trouble 
begins when the insured and the agent 
insist upon the company making what 
is, in effect, a long and involved trust 
agreement, tying up funds in the hands 
of the insurance company to be admin- 
istered for a long series of years and 
through all the contingencies resulting 
from marriages, births and deaths 
among a considerable number of bene- 
ficiaries. 


No Objection In Principle, 
But Not Company’s Function 


“I dare say it was a logical conse- 
quence of the creation of deferred modes 
of settlement to develop a real insur- 
ance trust, and there is not the slightest 
objection in principle to such a develop- 
ment, but the trust should not be con- 
summated through the insurance con- 
tract nor should the company be the 
trustee. As a general proposition, life 
insurance companies have no trust de- 
partments and are not authorized to act 
as legal trustees. But there is no doubt 
of the company’s right to carry out plain 
contractual deferred settlements of its 
policies, and so far as this company is 
concerned, it is authorized in terms to 
do so under the Massachusetts laws, 
which also provides that funds held as 
the proceeds of its policies may be held 
as a part of its general corporate funds 
and need not be segregated. 


Old Method Is Still 
the Best in Most Cases 


“Before I proceed further, I wish to 
advise you to not forget that, in the 
great majority of cases, the lump sum 
settlement is the only one that should 
be used and that the interest income is 
the last of the options to be used. It is 
still true that at the time of the death 





of the insured in the great majority of 
cases the insurance money is needed for 
immediate use. Aside from the immed- 
iately pressing bills occasioned by the 
death, it is often of the utmost import- 
ance, both to the insured’s estate and 
to his beneficiaries, to have the use of 
the insurance funds to pay off a mort- 


gage or to settle taxes or other obliga- | 


tions of the estate to preserve equities. 
And in those cases, it would be highly 
desirable to have a larger insurance 
fund for these immediate purposes. 


Income From Average 
Policy Is Mere Pittance 


“The interest income from a $10,000 
policy in these days is a mere pittance 
towards the support of a widow or of 
her children, and if the beneficiary 
should happen to be minor children, a 
guardian will be appointed by the 
proper court who can receive the insur- 
ance money and administer it for the 
benefit of the children with sufficient 
safety and with discretion, and discre- 
tion cannot be exercised by the life in- 
surance company. 

Do not be misled or allow the in- 
sured to be misled by such an advertise- 
ment as the following which I take from 
a current publication advertising insur- 
ance trusts: 

“ *A Chicago commission merchant 
left his wife $12,000 life insurance. On 
advice of a well-meaning friend, she ‘in- 
vested every cent of it in “a sure thing.” 
Now she gives music lessons to the chil- 
dren of sympathetic neighbors. Carry 
all the life insurance you can, but con- 
serve the principal and steady income 
by creating an insurance trust.’ 

“Now the largest possible annual in- 
terest income you could expect this wife 
would have received from this $12,000 
fund administered as a trust would be 
$600, and it does not follow that she 
would not have been obliged to give 
music lessons to support herself and her 
children even if she did receive $600 a 
year during her life. 


Believes $20,000 Is Minimum 
For Application of Trust 


“Moreover, beneficiaries will not com- 
plain about insurance companies if they 
are paid the full amount of their interest 
in insurance funds immediately or within 
a few years, while beneficiaries whose 
payments are doled out in small sums 
and the principal is deferred until after 
their death for the benefit of unborn 
generations are not likely to look with 
favor upon insurance companies. As a 
general rule, trustees are not favorably 
regarded by the beneficiaries of trusts. 

“For the support of an insured’s fam- 
ily, it would seem unreasonable to re- 
quest any annual interest income settle- 
ment on a policy of less than $20,000 
unless there is considerable other prop- 
erty in the estate of the insured which 
can be used for this purpose. And yet, 
we often have submitted to us such an 
option settlement for a policy of not 
over $5,000. I doubt if in any case 
where the support of a family is in- 
volved that any deferred settlement 
should be made of a policy under $10,- 
000 except, perhaps the settlement be 
for four or five annual payments. 

(CONTINUED ON PAGE 14) 


| JOHN HANCOCK HOLDS 
| BIG ANNUAL MEETING 


Separate Sessions on First Day for 
General Agents and Industrial 
Superintendents 


YEAR OF FINE PROGRESS 


Policyholders Elect Three New Direc- 
tors—Company Made Unusual Gains 
in Writings in 1924 

BOSTON, MASS., Feb. 11.—The 
annual meeting the policyholders, 
general agents and industrial superin- 
tendents of the John Hancock Mutual 


of 














WALTON L. 
President John Hancock Mutual Life 


CROCKER 


Life opened at the home office Monday 
morning with a brief address by Presi- 
dent Walton L. Crocker to the general 
agents. President Crocker touched upon 
the extremely successful year which the 
company has just experienced, the great- 
est in its history, but said that while 
the officers and directors are happy over 
the splendid showing, they are not un- 
mindful that prosperity brings its own 
problems, and that the road ahead is a 
real man’s road. He then introduced 
Robert K. Eaton, vice-president, who 
presided throughout the morning ses- 
sion, attended only by the general 
agents. 


Made an Extraordinary Gain 


The conference, both of the general 
agents in the forenoon and of the sup- 
erintendents in the afternoon, was the 
largest in the history of the company. 
Vice-President Eaton spoke of the in- 
creasing scope of the company’s activi- 
ties. During the year three new general 
agencies were opened, at San Francisco, 

(CONTINUED ON PAGE 15) 
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JONAS TELLS OF WORK 
SUCCESS OF BLIND SALESMEN 


Six Sightless Men Wrote Average of 
$400,000 in 1924—Seeks Aid for 
Others 


At the Feb. 10 meeting of the New 
York Association of Life Underwrit- 
ers, Julius Jonas, the successful blind in- 
surance salesman, told something of his 
work in helping other blind people to 
make a success of the life insurance 
business. He said that records of the 
New York Life showed that six men 
who were without their sight and con- 
nected with the New York Life, wrote 











JULIUS JONAS 


$2,400,000 and paid for $2,150,000, an 
average production of $400,000, and paid 
for $350,000 last year. 


Instructing 40 Men 


. 


Mr. Jonas said that he was instructing 
a class of 40 sightless men by corre- 
spondence and that he had placed 14 
men and women with various life insur- 
ance companies during 1924 all of whom 
report progress and are overjoyed at 
the opportunity that has come to them. 

He said that he had given three 
months of his time during 1923 and 1924 
to help such people. He said, “The con- 
tribution that I received when I first 
entered by office was, “The poor blind 
guy, how is he going to make it?’ There 
were those of my family and friends 
who wanted to contribute $50 per week 
towards my personal maintenance when 
I lost my vision four years ago, and 
they figured that that amount was suffi- 
cient for a man of my condition. When 
I lost my -vision I did not lose my 
nerve. Sight is not a necessity, merely 
a, convenience.” 

Mr. Jonas expressed the hope that the 
book by Griffin M. Lovelace called “An- 
alyzing Life Situations for Insurance 
Needs” and another by Carl Slough 
called “Practical Life Insurance Sales- 
manship and Ginger Talks” could be 
printed in raised type for the benefit of 
blind life insurance men. He said that 
he, himself, was getting out a rate book 
in the braille type. He pointed out the 
fact that $500 was recently collected 
towards this fund and another $1500 
would be required as the plates were 
quite expensive. He said that he could 
obtain the money from outside of the life 
insurance business but he Hoped that 
men of the profession would furnish 
the money. 


Manufacturers’ Gain Shown 


In a recent issue the increase of in- 
surance in force of the Manufacturers’ 
Life of Toronto was shown as $7,787,- 
965. That fieure, however, was the 
gain in paid for business in 1924 ovef 
the amount paid for in 1923. 








COMPANY LOSES CASE 
POLICY MUST BE REINSTATED 
Every Opportunity Must Be Given for 


Lapsed Policyholder to Prove 
Insurability 





A lapsed policyholder must be given 
every opportunity to prove his insur- 
ability, entitling him to reinstatement 
according to the Supreme Court of New 
York county in the decision of Feb. 5 
in the case of Mann vs. the Northwest- 
ern Mutual Life. That company must 
reinstate the policy of a lapsed policy- 
holder who wanted to reinstate his 
policy but was considered a poor risk 
and upon his first examination was re- 
jected by the company. 

The policy was issued Nov. 3, 1911 and 
the eighth quarterly installment of 


| $708.40 due Aug. 3, 1913 was not paid. 


Clause to Be Construed 


A clause in the policy reads, “This 
policy will be reinstated at any time 
within five years succeeding default in 
premium payment, upon evidence satis- 
factory to the company of the assura- 
bility of the assured and payment of all 
premium arrears, with interest at the rate 
of 5 percent per annum and the pay- 
ment or reinstatement of any indebted- 
ness which existed at the time of such 
default with interest from that date.” 

In November 1913 the plaintiff ap- 
plied for examination to reinstate the 
policy but was rejected because of his- 
tolic blood pressure of 175 M.M. In 
June 1914 another examination by a 
physician selected by the company was 
made and he was recommended as an 
insurable risk but was again rejected. 
The patient was put under treatment of 
a private physician and his blood pres- 
sure dropped to 135 M. M. on May 21, 
1915. Applications were made to the 
company in 1915-16-17 and 18 but he 
was not reinstated. 

The court rules that the plaintiff was 
entitled to every fair opportunity to 
establish his right to restoration during 
the period provided and the policy was 
reinstated as if it had been reinstated in 
December 1916. 

The plaintiff will be compelled to pay 
back premiums at 5 percent interest to 
that date but without interest from that 
date up to the present time. 





COMMENT ON THE YEAR 


OBSERVATIONS BY CROCKER 






President of the John Hancock Mutual 
Life Gives Some Sidelights in 
His Report 


The John Hancock Mutual Life is- 
sued its 62nd annual report this week, 
showing insurance in force $2,032,189,- 
395, more than double the amount seven 
years ago. The new business amounted 
to $337,381,939, increase 13 percent. The 
assets are $333,197,054, surplus, $27,607- 
275. The gross income was $85,475,851, 
increase 9.5 percent. The _ principal 
agency points of the company now 
amount to 160 in 22 states. The in- 
crease in surplus is $5,465,888. 

Had Low Mortality 


The company had a low mortality. 
President Crocker in his annual report 
states that the persistence of this favor- 
able condition is difficult to explain with 
authoritative finality. He said that no 
theory is convincing as to the question 
of the future of the human death rate 
in North America. Mr. Crocker said 
that the best that institutions like the 
John Hancock can do is to be prepared 
for the worst and to look forward with 
confidence to the best. The company 
paid policyholders last year, $32,863,659. 

Shows Effects of Depression 


President Crocker said there was 
some marked increase in the amount 
paid for surrendered policies, particu- 
larly those of smaller average amounts, 
and a similar increase was noted in the 
amount of the loans on policies. Both 
these tendencies, he said, were due un- 
doubtedly to the adverse economic con- 
ditions occurring in certain industries 
and regions. 

President Crocker said that in view 
of the recent liberalization of the con- 
trolling statutes in Massachusetts, the 
right was exercised to purchase more 
freely railway securities and those of 
other public service corporations. There 
is a notable increase in the company’s 
holdings in these two elements. The 
bond and mortgage investments last 
vear were $55,647,784. Of this $23,682,- 
395 was in bonds. President Crocker 
says that this was naturally the re- 
sult of the attractive prices of railway 








ENTERSNEW TERRITORY 
KANSAS CITY LIFE BROADEK; 


Six New States Have Licensed J. 2 
Reynolds’ Company—Opening in 
Two States 


The Kansas City Life has entered sy 
new states including Ohio, Indiay 
Kentucky, Virginia, North Carolix 
and Florida. 

J. B. Reynolds, president of the con. 
pany, says that this territory will | 
developed in the customary manne 


managers. 
made for the northern part of Ohio with 
headquarters at Cleveland. A small dis 
trict in the western part of Kentucky 
has been attached to the Cairo, Ill, 
agency and a state manager’s contrac 
has been entered into in North Can. 
lina. 

No agency arrangements have bee 
made in Indiana or Virginia. For Fior. 
ida the company has its man in mind. 





and other public service securities. The 
railway securities now amount to $4- 
603,220. 





Mortgage Loans 


The John Hancock has $162,764,70 
in farm mortgages and $15,244,403 
city property. President Crocker sail 
that in view of the adverse crop cor- 
ditions in certain agricultural areas, i 
could not be expected that a perfect ir- 
terest collection on farm mortgages 
could be made or that foreclosure coull 
be altogether averted. There was co: 
lected on interest earned, 96.86 percent 
There is on the books, $1,434,278 in fore- 
closed property. He said that the m 
usual situation creates no anxiety, be- 
| ing due to an acute crisis, and not to: 
chronic or inherently weak condition 
The average return on the invested 
sets was 5.47 percent. The premium 
income last year was $68,746,114, totd 
income $85,475,851; excess of incom 
$31,217,316. ° 





Equitable Life’s Rejections 


The Equitable Life of New Yor 
declined 17,492 applications last yea 
aggregating $122,500,000 insurance. 








FIGURES FROM DECEMBER 31, 
______.. LIFF COMPANIES. 








1924, 


STATEMENTS 

















Net New Bus. Ins. in Inc. in Prem. Total Pd. Policy- _ Total 
Assets Capital Surplus’ Paid for Force Ins.in Force Income Income holders  Disburs 

$ $ $ $ 3 $ $ $ $ » 
Amer. Home Life... 1,035,065,....... 56,660 908.500 5,707,635 340,670 179,732 230,528 43,295 127,705 
Berkshire Life...... 35,435,89 9° errr 2,423,745 20,176,878 157,018,150 10,419,214 4,883,510 6,727,812 5,080,185 
Columbian Nat.....-. 29, ose st 1,500,000 924,769 34,440,014 181,491,055 13,576,567 5,058,271 7,297,399 Ot 1 

Comm. BAUS. cccccrcee 12%, =: senenes 7,571,542 82,839,503 541,268,925 48,164,379 16,703,075 23,663,915 Se 

Conservative, Ind.... 3 $62 100,805 12,522 4,483,636 18,400,913 1,550,393 425,849 506,871 321, 
Idaho State Life.... byrne 250,000 150,000 7,082,039 28,507,204 1,382,976 865,599 1,124,818 266.24 1S 
Imperial Life, N. C.. 362,027 100,000 50,414 4,682,412 7,078,903 1,000,00 626,279 641,135 195,797 peer 
Jefferson Standard.. 27,132,824 700,000 700,000 55,407,000 240,030,873 24,245,928 7,750,638 9,245,396 2,826,998 _5,67800 
Mutual Benefit......388,872,505 ....... 18,138,092 213,558,859 1,784,000,311 130,722,529 59,136,116 80,568,080 42,519,348 5 5 215,0, 
Northwestern Mut...632,002,040 ....... 43,379,145 317,465,120 2,879,023,884 189,805,846 94,168.973 128,526,721 68,113,716 86,869,9 : 
Philadelphia Life.... 10,548,890 560,320 282,985 11,801,003 69,042,773 2,431,074 2,057,572 2,737,546 1,118,779 1 933 
Royal Union Life... 17,061,347 250,000 250,734 19,711,007 118,031,432 8,583,638 3,855,399 5,179,054 1,679,824 4, prt 
State Life, Ind...... 33,456,551 ....... 2,693,280 39,301,792 196,781,750 18,053,434 6,486,415 8,368,820 3,895,001 6, 062 1! 
Sun Life, Md....... 4,284,242 625,000 301,543 20,731,580 57,375,674 10,698,580 1,542,692 1,765,807 203,697 1. 166, 
Victory Life, Kans.. 388,059 100,000 83,377 3,900,000 8,700,000 De scseedhs ceGhatee  sewestes c¢¢ eve 
Volunteer State..... 9,654,267 800,000 400,00 16,963,232 75,635,614 7,578,513 1,924,093 2,697,577 757,20 1,579 
Western & Southern. 47,866, "964 3,000,000 2,928,757 119,233.734 391,193,848 " 044,265 14,559,730 17,045,879 3,582,665 10,5698, 
Capitol Life, Colo... 7,121,729 250,000 476,875 8,614,947 54,025,068 3,981,948 1,499,655 2,042,969 620,361 1224 
Continental Assur... 4,006,306 500,000 593,603 19,452,350 52,624,204 11,745,654 1,533,290 1,707,647 189,456 bat} 
Equity Life, Mont... 149,829 108,875 9,598 556,000 1,141,500 432,500 36,053 69,067 10,578 ony 
Farmers Nat. Life.. 2,426,077 200,000 204,424 7,351,387 31,274,605 1,611,218 872,951 983,772 196.794 622.38 
Federal Union, O.... 870,362 225,000 100,627 8,081,090 21,570,260 4,043,825 651,472 773,401 125.059 4210 
Girard Life, Pa..... 3,679,994 419,040 170,472 6,154,288 27,519,775 3,121,437 864,237 1,047,810 329,120 650 
Great West, Canada. 63,921,233 1,000,000 1,741,959 57,991,653 382.244.2848 29,415,814 12,402,455 16,863,246 5,483,964 ty 
Home Ben. Assn., Va. 2,633,417 100,000 1,051,507 23,419,382 27,022,005 547,401 2,735,168 2,864,269 1,146,033 —s 
John Hancock Mut. .333, 197, ere 27,607,275 337,381,939 2,032,189,395 168,411,693 68,746,114 85,475,851 32,863,659 54,200.) 
LaFayette Life..... fe ee 159,757 3,634,339 20,480,158 467,890 (653,683 873,136 255,755 Sli 
Lincoln Nat. Life... 24. 602: 446 1,000,000 988,848 112,170,122 345,176,332 49,079,407 9,512,633 10,830,919 2,812,321 6.5800 
Merchants Life, Ia.. 7,394,480 400,000 270,427 8,411,110 77,352,763 214,877 2,156,345 2,513,852 883,086 1,61 
Missouri State...... 53,574,011 2,000,000 1,065,907 146,433,046 538,212,313 62,476,315 15, 349, 637 19,277,745 6,034,577 ae 
Mut, Trust Life..... BRGGORSS. caccese 651,112 19,708,369 97,419,062 8,976,135 3,340,691 4,106,108 1,202,176 2,20h es 
Nat. Fidelity, Mo... 1,813,488 127,790 715,932 490,488 3,322,114 1,271,167 549,343 715,932 194,701 beat 
Northern, Wash..... 5.017.921 250,000 275,601 13,920,180 41,797,150 5,874,466 1,561,533 1,974,185 461,165 1.22006 
Northern States, Ind. 2.395.548 200,000 165,331 5,566,811 19,789,806 2,603,729 — 487,223 703,990 156,988 | 356% 
Occidental, Cal...... 7, 445,395 250,000 299,291 26,346,793 66,403,139 17,738,893 1,676,416 3,864,178 644,434 1,/ 4 196 
Pacific Mut......... 91,998,853 1,500,000 4,258,089 85,029,869 537,314,727 38,274,566 18,461,121 24,054,378 3,978,065 15,5103 
Union Mut., Me..... Pe! ees 813,618 6,721,992 73,687,349 231,541 2,463,694 3,498,518 2,644,809 3 aeant 
United L. & 7 N.H. 3,570,860 500,000 871,307 12,848,760 37,793,202 6,388,933 1,311,168 1,478,373 365,066 “53.563 
U. S. Nat. L. & C. 910.026 300,000 225,731 2.249.749 2,249,749 2,249,749 22,460 179,847 5.653 eset 

Wis. Nat. Life...... 3,599,004 400,000 304,211 5,488,231 28,689,771 2,258,124 796,561 961,938 163,304 " 





which is to appoint district and stay 
A contract has already beg § 
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MIDLAND MUTUAL HAS 


BIG AGENCY RALLY 





High Powered Addresses Feature 
Annual Convention of Colum- 
bus Company 


OVER 150 IN ATTENDANCE 


Galaxy of Notable Speakers Addressed 
Three-Day Conference at Home 
Office Last Week 


COLUMBUS, O., Feb. 10.—Over 
150 general agents and leading produc- 
ers of the Midland Mutual Life were 
in attendance at the annual convention 
held at Columbus last week. A notable 
array of talent was secured and high 
powered addresses were made by W. E, 
Bilheimer, W. B. Burruss and S. S. 
Huebner during the three-day session. 
. A. Hawkins, manager of agencies, 
called the meeting to order Thursday 
morning, and presided throughout the 
business sessions. 


Bilheimer Had One Session 


The program for the first day was 
given entirely to Mr. Bilheimer, who 
delivered his effective selling demon- 
strations, treating on “The Funda- 
mentals of Life Insurance,” following 
with his ideas on “How to Get the 
Money with the Application,” and 
“When to Have a Man Examined.” Mr. 
Bilheimer presented his ideas in his 
usual interesting way and held his au- 
dience spellbound. His treatment of 
“Prospects, Salesmanship, and Closing” 
was most impressive and was very en- 
thusiastically received. At the close of 
his address an even $100,000 of insur- 
ance was voluntarily offered by his au- 
dience, the agents writing this business 
on their own lives. 


Had Selling Contest 


Friday morning a prize contest was 


held in which _the contestants were 
given three minutes to demonstrate 
their most effective “Close.” Three 


prizes were offered and were won by the 
men in the order named: E. O. Mower, 
Akron, O.; John Milburn, Cleveland, 
O., and W. F. Trump, Dayton, O. 

C. B. Aldridge of Cleveland, president 
of the Leaders’ Club, explained how he 
wrote an application a week for 156 
weeks, Mr. Aldridge emphasized the 
necessity of keeping records and he him- 
self keeps a detailed account of his 
calls per week, the number of inter- 
views and the applications written. In 
this connection, he makes a complete 
analysis of the time employed. He sug- 
gested the agents carefully analyzing 
themselves as to their work and as to 
the value of their time. He can see no 
reason for an agent being other than a 
constant regular producer. His record 
lor the past year’s work shows that he 
has averaged $3.60 per call and an av- 


‘rage commission of $8.53 per inter- 
view. 
Give Canvassing Methods 
eS me . 
>. B. Garwood, Columbus, spoke on 


- Value of Systematic Canvassing.” 
~. Crain and R. S. Moore, both of 
= O. Mower agency at Akron, 
Presented a very clever method of ap- 
Proach which results, in many cases, 
me receiving invitations to pre- 
their life insurance service. Upon 
— a prospect they lead off 
seaitios suggestion that they are in a 
a = to “offer a plan that will guar- 
‘ ‘nancial success in any event, re- 
~~ agli what may happen.” This 
pr letra the curiosity and the 
ac arte making a later appoint- 
sitmeee rg ain the plan, assuring the 
ea at no obligation is involved. 
¥ sell principally on second inter- 





FIRST FIGURES GIVEN 
REPORT on NON-CAN BUSINESS 


Experience in 1924, Shown in First 
Published Data, Was Generally 
Satisfactory 


For the first time since non-cancella- 
ble health and accident insurance was 
instituted, figures are available on the 
experience of the companies writing this 
class and the figures for 1924 show a 
very gratifying result for these com- 
panies. All of the returns are not yet 
in, but the companies that have thus far 
filed their reports have returned on the 
bulk of the non-cancellable disability 
business. 

Experience Was Good 


The five companies reporting show a 
total of premiums written of $2,478,879, 
while losses paid amounted to only 
$650,246. This gives a loss ratio of 
slightly over 25 percent for the entire 
business of the five companies. The 
leader in non-cancellable business was 
the Pacific Mutual Life, with a total of 
$1,995,234 in premiums. This is the first 
time these figures have been available, 
as prior to this year the insurance de- 
partment did not require the companies 
to report non-cancellable business as 
distinct from the other disability busi- 
ness. In this year’s report blanks, spe- 
cial space is given for premiums and 
losses under the non-cancellable divi- 
sion, as well as the reserves set aside 
for losses under the non-cancellable pol- 
icies. 

Figures Are Given 

The figures of the companies thus far 

reported are as follows: 


Columbian Nat, Life. .$ 8,617 $ 5,000 
Connecticut Gen. .... 404,904 45,917 
Continental Cas...... 564,887 106,830 
Pacific Mutual........ 1,995,234 486,348 
Standard Accident.... 5,237 6,151 





views. T. G. Allen presented his ideas 
on “The Family Budget.” 

The remainder of the Friday session 
was devoted to talks by W. B. Bur- 
russ, of New York City, on “Doubling 
the Salesman’s Income” and “Funda- 
mentals of Selling.” Mr. Burrus, a na- 
tionally known speaker, and at one time 
general agent for the Provident Mutual 
at Kansas City, pointed out that life 
insurance men can do much to increase 
their income and urged that they give 
time and thought to studying their 
business, and to keep abreast of the 
the times. Mr. Burruss said he could 
not fail to point out the great responsi- 
bility the general agent has in regard 
to his agents. Many failures, he thinks, 
are due to the lack of education, train- 
ing, and service on the part of the 
general agent. The best trained agent 
has the advantage, and he usually makes 
his close during his sale presentation. 
The value of classifying prospects as to 
age, occupation and purchasing power 
was shown. 


Huebner Told of “Human Values” 


E. P. Tice, general agent at Colum- 
bus, made a splendid talk on “Mental 
Attitude” at the Saturday morning ses- 
sion. S. S. Huebner, of the Wharton 
School of Finance at Philadelphia, pre- 
sented a most interesting address on 
“Human Values” vs. “Property Values.” 
Mr. Huebner’s talk was most instruc- 
tive and filled with numerous selling 
ideas. He discussed the economics of 
life insurance and showed how prop- 
erty values result only by reason of 
and as a product of life values. Life 
values are more important than prop- 
erty values and the life insurance agent 
can be a great influence for education 
along this line. Mr. Huebner predicts 
a change in educational institutions 
where “property values” were covered 
only in their courses, of instruction, 
and says that the study of “life values” 
is being recognized by educators. He 

(CONTINUED ON PAGE 15) 





CONFER WITH OFFICERS 

GENERAL AGENTS IN CHICAGO 

New England Mutual Men Chose Ed- 
gar C, Fowler as President of Gen- 


eral Agents’ Association 


The 
general 


annual conference between the 
agents of the New England 
Mutual Life and the officers of that 
company was held in Chicago at the 
Drake hotel, Feb. 5-6. Edgar C. Fowler 
of Chicago was elected president of 
the agents’ association for the coming 
year while Horace Mecklen of Portland, 


Ore., was chosen vice-president, and 
David Holoway, Montgomery, Ala., 
secretary and treasurer. These, with 


Robert Moore of Boston, will make up 
the executive committee. 

President D. F. Appel of the company 
was present from the home office, as 
were Vice-President George W. Smith; 





EDGAR C, FOWLER 


Medical Director Dr. Edwin M. Dwight; 
Secretary Frank T. Partridge and Super- 


intendent of Agencies Glover S. Has- 
tings. 
Fifty general agents were present 


and discussed plans for the expansion 
of the company’s business during the 
year. Some changes to take place in 
policies on March 1 were announced. 
At the agency dinner Friday night, 
Frank T. Partridge, secretary of the 
company, acted as toastmaster and ad- 
dresses were given by President Appel, 
Dr. Dwight, Edgar C. Fowler, Maior 
Guinn of Atlanta, Julius Meyer of Chi- 
cago, Wilson Williams of New Orleans 


and Clarence N. Anderson of Des 
Moines. Mr. Anderson is the retiring 


president and presided at the sessions 
of the meeting. 





City May Insure Employes 


The city of Richmond is considering 
taking out group insurance for the ben- 
efit of its employes who are said to 
number more than 2,000. The plan un- 
der consideration is to have this form 
of cover supplement a pension plan 
which is being worked out. Representa- 
tives of several group writing companies 
conferred with city officials a few days 
ago in regard to the proposition and 
agreed to submit figures and also to 
assist them in completing out details of 
a pension plan. It may be that the city 
will decide to abandon this plan and 
let group insurance serve in place of it. 
At any rate, a suggestion to this effect 
has been made to the officials. The mat- 
ter is still in embryonic shape and it 
will probably be two weeks or more 
before it assumes definite form. Among 
the companies interested are the Aetna, 





Prudential and the Metropolitan. 





LATERAL EXPANSION OF 
JOHN HANCOCK MUTUAL 


Announcement Made of Group 
Plans, Nursing Service and 
Medical Examinations 


WATCH SMALL EXPENSES 


Economy Urged by President Crocker— 
Increase Not Asked Because 
Limit Is Near 


BOSTON, MASS., Feb. 11.—The 
second day of the big John Hancock 
Mutual annual meeting at the home of- 
fice was given to joint sessions of the 
general agents and superintendents. 

The. morning session was devoted 
very largely to an exposition of group 
insurance. A brief outline the his- 
tory of the group pre- 
sented, followed by an educational talk 
and discussion of the sale of the group 
policy. The first true group policy was 
written in 1911 and since that time the 
business has grown until now there is 


of 


business was 


more than $3,000,000,000 in force, of 
which $600,000,000 was written last 
| year. 








| policies, 


It was stated that the popularity will 
continue to grow until the employer 
who does not carry a group policy will 
be the exception. At present about 
80,000 employers are so insured, cover- 
ing 3,000,000 employees, and it is esti- 
mated that there are between 150,000 
and 200,000 employers of at least 50 
employees each who are not yet policy 
holders. 

Guarantee Rates for Five Years 

The John Hancock group policy will 
be written on the one-year renewable 
term: plan with rates guaranteed for five 
years. This means that no advance in 
rates can be made within five years if 
an unusual loss ratio is experienced by 
any company, though the good ex- 
perience will be recognized from the 
first through dividends. It is the aim 
of the company to return about 75 per 
cent of the gross premium in claims and 
dividends. The services of the com- 
pany’s visiting nurses will be available 
where circumstances permit after the 
new nursing service is put in operation. 

Small Policies Increase Expense 


President Walton L. Crocker opened 
the morning session with an address in 
which he called attention again to the 
extent of the $1,000 policies. Seventy- 
eight per cent of the contribution of 
superintendents and 44 per cent of that 
of .the general agents are in $1,000 
increasing the expense ratio 
through the unusually heavy proportion 
for medical fees and overhead. 

Mr. Crocker stated that the new nurs- 
ing service for industrial policyholders 
will be inaugurated in Boston as soon 
as possible and extended throughout 
Massachusetts and other states as 
rapidly as is feasible. 

Free Medical Examinations 


Another departure of the company is 
the free medical examination for or- 
dinary policyholders which will be con- 
ducted not through any outside institu- 
tion but through the company’s own 
organization. This will be offered first 
to policyholders having $25,000 or more 
in force and will be available every year. 
It is planned to extend it to those hav- 
ing $10,000 to $25,000 after the second 
year, available every other year, then 
perhaps to those having $5,000 to $10,- 
000 after the third year, available every 
third year. 

George S. Smith, chairman of the 
finance committee, told of the invest- 
ment side of the business, dwelling espe- 
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Six Years of Marching On 


We now announce 1924 as the 
sixth successive year in which the 
Bankers Life Company has shown a 
gain in new business production as 
‘compared with the preceding year. 
The total for 1924 will reach $150,- 
000,000. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 
GEO. KUHNS, President 





one a 


cially upon the development of city 
mortgage investment. Of the 42 gen- 
eral agency cities contracts have been 
signed in fifteen for handling such loans. 
It is necessary to educate the general 
agents to this work and because of the 
limited proportion of the company’s in- 
vestments which may be put into this 
particular form it is deemed best to ex- 
pand in this direction very slowly and 
thoroughly. 

Guy W. Cox, vice-president and gen- 
eral counsel, was unable to attend the 
luncheon and closing meeting because 
of the death of his mother, but his paper 
was read by Samuel Davis, associate 
counsel. 

Strickland W. Gillilan, well known 
writer and speaker, gave an informal 
| address of mixed humor and pathos in 
| the course of which he paid high tribute 
| to the institution of life insurance. 


Not Asked For 





Increase 


President Crocker closed the conven- 
| tion with his principal address in which 
| he again touched upon the company’s 
| splendid record for the year,. with a 
| 


| 
| 


| warning against the evil effects of too 
great success. He did not ask for in- 
creased production, as last year the 
field force made it necessary to secure 
| special permission from the New York 
department to issue more business than 








its quota, but urged that more attention 














_THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful bus- 
iness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 


be paid to quality of business, conserva- 
tion and service to policyholders. He 
said that overproduction is as great an 
evil as underproduction and that all in- 
crease must be economically sound and 
that in the time of greatest prosperity 
a company or an individual must exer- 
cise the greatest caution. 


Part of Lateral Development 


The company is entering these new 
fields of group insurance, nursing serv- 
ice and free examination for policy- 
holders because it has reached the point 
in its development where it is able to 
branch out into these broader activities 
as a part of its lateral development. He 
asked for more attention to economy in 
small matters as the cumulative effect 
of small items of wastage is tremen- 
dous. He closed his address as well as 
the entire convention by the assurance 
that the John Hancock does not judge 
an agency by its size or the amount of 
business it produces but by its conscien- 
tious efforts along the right lines di- 











rected intelligently. He said that some- 








| 





Over 1% Million Policies Now In Force 


Only four other life insurance com- 
panies in America have more policy 
contracts in force than this com- 

any. The following figures show 
tts remarkable growth in the last 
ten years: 


Jan. 1, 1914 Jan. 1, 1924 


Assets ....... orccccces $ 7,804,230 $ 40,113,271 
Policies in Force..... 503,302 1,552,803 
Insurance in Force... 73,455,636 351,149,583 





Attractive opportunities oe to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 


times the fellow at the bottom may 
have achieved a truer success than the 
one with the spectacular record. 





Argument for Income Insurance 


When Tom Kenney, Missouri state 
senator, died in 1912 he bequeathed 
about $40,000 in securities and jewelry 
to his daughter, Florence, now Mrs. 
E. W. Kemp, mother of four children, 
the youngest of whom is 3 years old. 

A sign on the door of the Tivoli 
Music Shops, 6352 Delmar boulevard, 
University City, Mo., “under new man- 
agement” is the grim reminder that the 
last of Mrs. Kemp’s inheritance has 
been dissipated. The final $10,000 was 
put into the music shop in January, 
| 1924. 

St. Louis insurance men who knew 
| Senator Kenney in life have expressed 
| the regret that the daughter’s $40,000 
| was not in the form of monthly income 

















| insurance. Had the senator insured his 





| beauest to the daughter, she and her 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J.C, MAGINNIS, President J.N, WARFIELD, Jr., RocpetergsTecneuser 
J. BARRY Vice-President Dr, J .H. IGLEHART, Medical 


| little ones would not be facing their 
| present predicament, it is obvious. 


Clegg’s Revised Itinerary 


| 

| The official western itinerary of John 
| W. Clegg, president of the National 
| Association of Life Underwriters, as re- 
| vised from last week’s announcement in 
these columns, is as follows: Denver, 
Feb. 20; Kansas City, Feb. 23; Omaha, 
Feb. 24; Des Moines, Feb. 25; St. Paul, 





Feb. 26; Chicago, Feb. 27-28; Detroit, 








National Underwniter want ads are result getters 


March 2; Louisville, March 3; Cincin- 
nati, March 5: Columbus, March 6; 
Cleveland, March 7; New York, March 
9-11. 


























Largest Single Premium 


Ever Recorded, $415,000, 


_ Is Received by Travelers 


HILADELPHIA, PA., Feb. 11- 

What is considered the largest sip. 
gle life insurance premium ever paid jp 
the United States—and that means, oj 
course, the world—was negotiated this 
week in Philadelphia when Anthony J. 
Drexel of Philadelphia and Paris, sciop 
of one of America’s oldest and richest 
families, handed over to the Travelers 
a check for $415,000. This was in pay- 
ment at one sitting on a policy for 
$650,000 to provide for inheritance taxes 
and other estate contingencies in the 
event of death. With this huge sum 
Mr. Drexel’s total insurance holdings, 
it is reported, will top $1,000,000. 

The last policy of $650,000 it was first 
planned to place through a number of 
companies, including the Provident Mv- 
tual, Penn Mutual, Aetna Life and Equi- 
table of New York, through the Travel. 
ers. But later the Travelers decided 
to write the entire policy itself and ac- 
cept a single record premium payment 
of $415,000. The agent who put over 
this big coup is Alden D. Elberson, on 
the Philadelphia staff of the Travelers. 

Mr. Elberson was in the famous Rain- 
bow Division in the World War and 
met Mr. Drexel in Paris. As a result 
of the friendship then formed this re- 
markable insurance deal was consun- 
mated. 















Kansas City Life Figures 


The annual statement of the Kansas 
City Life has been issued. The assets 
are now $34,466,875, which makes the 
company a very sizable institution. The 
capital is $500,000, assigned surplus $1, 
936,369, unassigned surplus $2,705,900. 
The insurance in force is now $285,709. 
897. The new business last year 
amounted to $65,877,542, the largest vol- 
ume ever issued in any one year. The 
increase in the surplus last year was 
$750,000. In the insurance account, the 
increase was $24,000,000. The assets 
went up $4,500,000. The big feature in 
the career of the Kansas City Life last 
year was the erection of its new home 
office building, the cost of which was 
$1,413,000. The company is now ¢ 
tending its operations into the eastern 
states. 




































Farmers National Figures 


The annual statement of the Farmers 
National Life of Chicago has bees 
issued showing insurance in force, $31 
274,605. Its new business last year was 
$7,351,387. The assets are $2,426,077, 
policyholders surplus being $404,4% 
The big bulk of the assets of the 
Farmers National consists of mortgage 
loans, that item being $1,860,255. The 
company has had a successful career. 
A. O. Hughes, vice-president in charge 
of agencies, is developing a splendid 
organization. 


Marquis Heads Northern States 


The Northern States Life of Minne 
apolis held its annual meeting last week, 
electing R. F. Marquis as president © 
fill the vacancy caused by the recet! 
death of President F. W. Dalton. ° 
has been secretary and actuary. 
Wagner was elected vice-preside 
T. M. Pettigrew, secretary and treasure! 
Dr. H. C. Cooney was made medica 
director. An increase in assets of mort 
than $100,000 was reported. 


nt and 





Julius Fleischmann’s Insurance 


Julius Fleischmann, former mayor ke 
Cincinnati, capitalist and yeast magne 
who died suddenly while playing PO” 
at Miami, Fla., a few days a8 ¢ 
ried $2,000,000 life insurance. . 4. 
Fleischmann was a firm believer ™ 
insurance. He had $1,000,000 am, 
year or so ago, doubled the line. sed 
Fleischmann then stated that he ye 
an extra $1,000,000 to take care : de- 
heritance taxes and various deat 
mands. 
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Kansas City Life Insurance Company 


CONDENSED ANNUAL STATEMENT 


Kansas City, Mo. 


December 31, 1924 


ASSETS 
First Mortgage Real Estate Loans..............5.....0000: $21,428,858.32 
ee ee ee on oe cacdkeseteeesensenceeceéedencse 7,069,700.74 
nd cn eaievededenswitewns@adesuuauuwe 1,413,062.12 
ee eds. na ccnecenbkeetinnncenauce 521,844.59 
at Daa run va ve EOS ONSEN E C4 tenon Hoccwaee ewes ee ueebes es 1,183,274.61 
EEE OR re a ING 12,000.00 
I de a ees ee es ce ee es Ci 1,156,618.52 
Accrued Interest on Investments.................ceceeecees 839,144.07 
Reinsurance due from other companies on losses reported... .. 15,000.00 
Market Value of Bonds over book value.......... .......... 25,097.24 
Net deferred premiums in course of collection............... 902,729.32 
I LE ees BOOGEE oe oc tebdidanh bao tomecabeene ped $34,567,329.53 
so. wan on paged bewestins weaeaNee seas 100,454.25 
Sn... 5 eewedencedeeesbeceravescenes $34,466,875.28 
LIABILITIES 
EE ES Ie SO $28,385,922.87 
Present Value Installments, Death Claims and Disabilities. .. . 312,675.66 
os ccnbenn sé deasheewessaeeeseeoe ve 153,750.00 
EE ET eae 210,000.00 
Interest and Premiums Paid in Advance...................-. 172,893.78 
Sy CUP MIU UUEINUES 6 iy 52s ccc cvecctsddendstesuedese 89,363.70 
eo San ok bi dne bwkheien rye $ 500,000.00 — 
Surplus Assigned to Annual and Deferred Dividend 
tt iehit cheats da cecan bach eeaewsase en 1,936,369.35 
EY ML Ae cc ckedob0abes Goud becucus 2,705,899.92 


TOTAL SURPLUS TO PROTECT POLICYHOLDERS. 5,142,269.27 
ES Uebnnebusand tebe ncceuwicvdubesesidedcente dee $34,466,875.28 


Number of Policies Outstanding - 129,707 
Insurance in Force - - - $285,709,897.00 
New Business, 1924 - - - 65,877,542.00 


The largest volume of issued business we have ever had during any calendar year. 


Organized and doing business in Thirty-Four States. 


Expansion of territorial limits and growing agency organization give assurance of increased growth 
5 7 Ss £ 


during 1925. 


Increased service to policyholders and agency representatives dominant aim for 1925. 


C. N. SEARS, Secretary 


























J. B. REYNOLDS, President 
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NEW POLICY FORM APPROVED | TO AMEND INTERPLEADER ACT! DOUBLE INDEMNITY CLAIMS| SEES NON-MEDICAL INCREASE wi 
California Department Passes on “Credit | Jurisdiction in Suits—Involving Life In- | New York Life Analyzes the Causes of Medical Director of Guardian Life i 5 
Rating” Contract Drawn Up by surance Defined in Measure Before Death by Accident During Last Address Raps “Insincerity of uF 
E. T. Swobe Congress Year Medical Examiners” 

The California insurance department WASHINGTON, D. C., Feb. 3—A The New York Life in analyzing its PHILADELPHIA, PA., Feb. 11~ A 
has approved the copyrighted life insur- | bill amending the act of Feb. 22, 1917, claims for 1924 shows that $1,246,021 Charles B. Piper, medical director of th I 
ance policy submitted by Edwin T. | authorizing insurance companies and fra- | was paid out in double indemnity. Of | Guardian Life, in an address here befor appr 
Swobe, president of the Mutual Interest | ternal societies to file bills of inter- | the 113 policyholders killed in automo-| the Philadelphia Medical Examiner mca 
Life of Omaha, and Mr. Swobe is now | pleader, has been passed by the senate | bile accidents, 100 were riding in ma-| Association, declared that within fix stitt 
negotiating with California companies | and now goes to the house of representa- | chines and 13 were pedestrians. The | years one-fifth of the life insurance 9 give 
regarding their use of the form. The | tives for concurrence. causes of death were as follows: the United States would be writen ip refu 
policy which Mr. Swobe has copy- As adopted by the senate, the meas- | Automobiles ..........-.+6+.eeeeeees 113 | policies of $1,000 and $2,000. isfie 
righted is warked out in recognition of | ure provides that the district courts | Drowning .....---+-+++-+eseeereeees 41 Dr. Piper added that this would take co 
the credit rating system in use by fire | shall have original jurisdiction to enter- oh ah BOER | epee tte =. place without medical examination 9 untr 
~ : - . - : 14> 5 ss <tsnchhdensene 2 “ ’ na 
insurance companies. It is pointed out | tain and determine suits in equity begun | Railroad ...........--+-+eeeeeeeeees 17| the applicants because of the growin miss 
that in the case of fire insurance the | by bills of interpleader filed by imsur- | Falls .........--++eeseeesereeeeeeess 16| “insincerity of the medical examiner ager 
policyholder who installs a sprinkler | ance companies or associations, and | Suffocation... . 0-50 --0ssessses 13 and also because of economy.” sura 
7 - . . h f . Electric shock and lightning........ 12 M h - . ind 
system, fire extinguisher or other safe- | averring that one or more persons who | Blood poisoning from injuries....... 9 ore than 50 of the leading insurane judg 

uard, is given a reduction in rate.| are bona fide claimants against such | Machinery .........++e+seeeeeeeeees 9} medical examiners of the east wer cou: 

pecial provision is made under the | company, association or society resides | Gunshot wounds $ | present. com 
new arrangement for periodic medical | or reside within the territorial jurisdic- | Crushed 1: ////22)2202202020222225.. + Dr. Piper continued: “Five of th retus 
examination and medical care by the| tion of said court; that such company, | Ptomaine poison ............-----+-- 3 larger life companies have indicated ip. held 
policyholder’s own physician, upon ar- | association, or society has issued a pol- tae AE settee eee e eee e eee e eee e sees 2/tentions of writing policies of th natu’ 
proval of the company. Mr. Swobe | icy or insurance providing for the pay- Tornado... LILLLIIIE! 2 | smaller amounts without medical exam- mineé 
points out that such medical service | ment of $500 or more; that two or more | Bathing accident ......-...-..-++++: 1 | ination. About $13,000,000 was paid las perm 
resulted in a saving to one company of | adverse claimants, citizens of different | Hunting «.--..----+--+--ssesssse0s 1 | year to the medical examiners by the dowr 
$126,000 in a single year, although the | states, are claiming to be entitled to Horse and wagon..............1111] 1] various life insurance companies. cond 
service cast only $40,000. The policy | such insurance, indemnity or benefits; : — “With regard to the insincerity o and | 
which he has drawn up enables an/ that such company, association or soci- I iia hss eat iene 321 | insurance medical examiners, suspicion purp 
established Ree 7 capitalize its | ety has paid the amount thereof into the death losses have reflected discredit on ‘h . 
present policyholders by issuing 4/ registry of the court, there to abide the <P the medical directors and the profession cme & 
special policy with a copyrighted fea- | judgment of the court. or beneficiaries and there has been no} ;, general, and because of the failure lar i 
: ] ll a * such assignment as aforesaid, the jur- : ! Th 

Gre, the company olering to piace 5 In all such cases,” the measure pro-| jsdiction shall be in the district court | Of the examiners to go deep enough int 
policies in force in the preferred classifi- | vides, “if the policy or certificate is ol tn distaiet tn Ghich the beneiiiess the insurance history of the applicants my 
cation, conditional upon the policyholders | 4 rable to ti sate of the i ant - ” | many applicants have had their chances who 
maintaining the special policy in the pre- rawn payable to the estate of the im-/ or beneficiaries or their personal repre-| 4. cot tection blich Re provi 
Co ¢ Me sured, and has not been assigned in ac-| sentatives reside. In case there are | '°. 8¢t Protection blig ted. This is cer. 
ferred classification by submitting to the cordance with the terms of the policy | heneficiari id 4 districts tainly unfair. cense 
examinations as required by the policy. It ‘6 wer “7; ¥ | beneficiaries resident in more districts | «T+ ic a known fact that millions Me How 
recognizes the cooperation on the part | 9° certificate, the district court of the | than one, then jurisdiction shall be in doll £ 3 ie bitrar 
en : : district of the residence of the personal | the district court in any district in which | 40!/ars of insurance are yearly lost y Be 
of policyholders in a definite conserva- . . y b cense 

2 Poe representative of the insured shall have | a beneficiary of the personal representa- | CO™Panies because of delays brought By °™ 
tion program 2 ohana : y o the p epresent b I fail cant | 

P . jurisdiction of such suit. In case the| tive of a deceased beneficiary resides.” about through failure of the examines Virsi 
policy or certificate has been assigned aaatniiane to ask vital questions. with 

i f Chic i during the life of the insured in accord- , 
Continental of Chicago Joins same Gis ne eae af the aallen or o6r- Jackson With Scranton Life men Y, Seenene bee been caneediie oe 


The Continental Assurance of Chi- tificate, the district court of the district C. H. Jackson, formerly superintend- 
cago has been elected to membership in| of the residence of the assignee or of | ent of agencies of the Security Mutual 
the Association of Life Insurance Pres-| his personal representative shall have | of New York, has been appointed man- 
idents. The Continental is the 58th] jurisdiction. In case the policy or cer-| ager of agencies for the Scranton Life 
member of the Association. tificate is drawn payable to a beneficiary | of Scranton, Pa. 








agent of the California State Life at Sa 
Francisco. He is the son of John D statut 
Spencer of Salt Lake City, well know 














The Lone Star State 


The first explorers of Texas territory were Spaniards—Cabesade 
Vace 1528-36 and Francisco Vasquezde Coronado, 1540-42. 





finished her war of independence begun ten years before with Spain. 


Texas was annexed to the United States in 1845. 


The last battle of the Civil War was fought in Texas near Palo Alto, 
May 13, 1865. 


There is almost as much territory within the boundaries of Texas 
as the original 13 states. 








The name Texas came from the “Tejas” Indians. Royal Union Life 
Insurance Company 


The real history of Texas begins in 1821 for in that year Mexico DALLAS. TEXAS OFFICE 


R. F. Lee, Manager 
Thousands of Americans came to Texas during the next 15 years 
and they played an heroic part in the defeat of Santa Ana, the Branch Office 
Mexican Dictator. Texas thereafter for 9 years—1836-1845—was 2101-2 Magnolia Building 
virtually an independent republic. 
C. A. Tucker, Cashier 








































Paid to Policyholders, Over $17,000,000.00 





Insurance in Force, Over $118,000,000.00 


in insurance circles as one of the lead- even 
ing producers of the New York Life for said t 
the past 25 years and also because of quest 
his activities in life association work. in fixi 
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WEST VIRGINIA LAW UPHELD 





Supreme Court of Appeals Rules That 
Agency Qualification Law Is 
Constitutional 





The West Virginia supreme court of 
appeals has ruled that the agency qual- 
ihcation law of West Virginia is con- 
stitutional The West Virginia law 
gives the commissioner the power to 
refuse an agency license when he sat- 
isfies himself that the applicant is in- 
competent to transact a business or is 
untrustworthy, and authorizes the com- 
missioner to revoke a license when the 
agent is guilty of a violation of the in- 
surance law. This law leaves it to the 
judgment and discretion of the insurance 
commissioner, but it does not mean the 
commissioner has arbitrary power to 
refuse or revoke a license. The court 
held that insurance is quasi-public in its 
nature. Therefore the state may deter- 
mine, under police power, whom it will 
permit to engage in the business and lay 
down the terms and conditions for its 
conduct, also generally to regulate it 
and the persons engaged in it. For this 
purpose the state may pass laws. Cases 
in South Carolina and Indiana holding 
the law valid were cited in this particu- 
lar case. 

The point is made that the legislature 
may require qualifications of persons 
who become insurance agents and may 
provide for refusal to issue revoke li- 
censes for cause with specifications. 
However, the legislature cannot give ar- 
bitrary power to refuse or revoke li- 
censes. In the case at issue, the appli- 
cant cited cases to show that the West 
Virginia laws invest the commissioner 
with arbitrary power. The court held 
that in one case the statute of another 
state differs from the West Virginia 
statute in that absolute powers were 
given the commissioner. The decision 
said that it was not for the court to 
“question the wisdom of the legislature 
in fixing the qualifications of an insur- 


other crops. 









A. C. Tucker, President 


IS MUTUAL BENEFIT LEADER 
Cincinnati Agent of the Company Pro- 
duced Over $2,500,000 in Business 
Last Year 





Samuel W. Sturm, representing the 
Mutual Benefit at Cincinnati, led all the 
agents of his company during 1924. He 
placed with the Mutual Benefit alone 
over $2,500,000 of insurance. In appre- 
ciation of his splendid record for the 
year, the directors of the Mutual Ben- 
efit at a special meeting voted to per- 
mit Mr. Sturm to increase in his per- 
sonal insurance with the company to 
the new limit in spite of the fact that 
he is beyond the age at which the Mu- 
tual Benefit upper limits may be written. 


Plans Intensive Campaign 

The Midland Life of Kansas City, 
Mo., is launching an intensive produc- 
tion campaign for 1925 and is developing 
its agency plant for this purpose. J. Eu- 
gene Brown has been placed in charge 
of a branch office in San Antonio, Tex. 
Oklahoma has been out under the di- 
rection of Grover G. White, who has 
shown his ability as a personal producer 
of the company. A state agency in Den- 
ver is contemplated, to develop its Col- 
orado field. The company believes that 
this year has better prospects than at 
any time in insurance history. 


A. W. Mason Promoted 


A. W. Mason has been promoted from 
assistant secretary to secretary of the 
Columbia Life of Omaha, Neb., in appre- 
ciation of the work done by him in re- 
cent years. 








ance awent, or whether it has adopted 
a wise method in determining whether 
an applicant is trustworthy and compe- 
tent to engage in that business—a quasi- 
public business which is so intimately 
connected with the welfare of modern 
society.” 








Believe in Each Other 


The Royal Union believes in the present and future greatness of Texas because of its richness 
in soil, natural resources, and a virile, intelligent citizenship. 


AFTER NATIONAL LEADERSHIP 
Hart & Eubank Would Be Greatest Life 
Insurance Office—Second 
in 1924 





NEW YORK, Feb. 10.—Hart & Eu- 
bank of this city, general agents for 
greater*New York for the Aetna Life, 
have announced that their objective in 
1925 is to make their agency the leading 
one in the United States for paid-for 
life insurance. 

In 1924 this agency paid for a larger 
volume of life insurance than any other 
agency in New York City, the total 
paid volume amounting to $42,262,000. 
This does not include $24,161,000 of 
group insurance. 

Hart & Eubank state that their 1924 
record was exceeded by only one other 
agency, which beat them by $2,164,000. 
They state that the New York Aetna 
agency was the first life insurance 
agency in New York City to cross the 
$40,000,000 mark in one year, showing 
an increase over the preceding year of 
approximately 78 percent. 








Ohio State’s Club Meeting 


The $100,000 Club of the Ohio State 
Life of Columbus, O., held a meeting 
this week in that city. W. E. Bilheimer 
of St. Loui$ was the principal speaker. 
The agents were taken on a trip to the 
site of the company’s new building and 
an entertainment was provided for them 
in the evening. W. H. Hecht of Celina 
is president of the club: Eugene Bruell, 
Cleveland, vice-president, and Leopold 
Szego, Cleveland, secretary. 

C. W. Halfhill, ‘who was recently 
elected a director of the company, re- 
ported the greatest volume of personal 
paid for production in the last month. 
With the exception of one year Mr. 
Halfhill has ranked high in the $100,000 
Club over a period of five years. Mr. 
Halfhill is a district manager with offices 
in Mercer, 








Texas has shown her belief in the Royal Union by the steady increase in the amount of life in- 
surance this company has in force upon the lives of its progressive people. 


“Cotton” is the greatest wealth producing crop in Texas—for it practically equals in value all 
Texas produces 1/3 of the cotton grown in the United States, and 1/6 of the 
world’s production. 


Texas ranks first in cattle and sheep, raises large quantities of corn, wheat, oats, rice, possesses 
great timber tracts and petroleum fields. 


Life Underwriters find business is good in Texas—for this has been a “good” year for the 
“Lone Star State”—also for the Royal Union. 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 





Wm. Koch, Vice-President 
D. C. Costello, Secretary 


GOES TO AMERICAN NATIONAL 








H. Gale Rogers Becomes Assistant 
Agency Manager in the Ordinary 
Department of the Company 





The American National of Galveston, 
Tex., announces the appointment of H. 
Gale Rogers as assistant agency man- 
ager, ordinary department, effective 
March 1. 

Mr. Rogers for the past three and 
one-half years has been agency direc- 
tor of the Atlas Life of Tulsa, Okla. 
With this company he has been very 
successful in the development of a thor- 
oughly efficient and well developed or- 
ganization. This is reflected through the 
growth of the Atlas Life since its or- 
ganization in 1918. 

Commenting upon the appointment of 
Mr. Rogers, Will H. Ford, manager of 
agencies of the American National, 
says: “In securing the services of H. 
Gale Rogers in the agency department, 
we feel highly complimented and in our 
opinion he is one of the most capable 
agency men in the country.” Mr. 
Rogers will make his home in Galves- 
ton from which point he will assist in 
the management of the ordinary agen- 
cies through 22 states, Cuba and the 
Hawaiian Islands. 





Old Line Field Superintendents 


Appointment of D. J. O'Reilly and 
F. J. Mallion as field superintendents for 
the Old Line Life of Milwaukee has 
been announced by the agency superin- 
tendent of the life department. Mr. Mal- 
lion is a graduate of the University of 
Wisconsin, a former instructor in River- 
side high school in Milwaukee, and a 
member of the agency force of the com- 
pany for the past four years, most of 
the time as district manager. Mr. 
O'Reilly has also been with the com- 
pany for four years, going to the Old 
Line Life from the St. Paul railroad. 
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Abstract from the Sworn Official 
STATEMENT AS OF DECEMBER 31, 1924 


of the 
ional Lif Co 
Farmers National Life Insurance Co. 
OF AMERICA =: 
CHICAGO, ILLINOIS 
Oftee Proj ASSETS $ - LIABILITIES 
Other Real Estate.... 81,877.09 Legal Reserve on Poli- 
Mortgage Loans ..... 1,860,254.68 GB cccvcccccesccese $1,904,222.09 
Loans to Policyholders 164,814.72 Reserve for Policy 
Government Bonds ... 34,800.00 Benefits Not Yet 
Cash in Office........ 300.00 Be astcas ae a 3,544.91 
Cash in Bank ........ 13,320.83 Claims in Process of 
ar -— eee of De- sitieas Adjustment ........ 16,315.65 
POSIT 2 nccccccccceses A A Dividends Left to Ac- 
Interest and Rent Ac- 432.28 cumulate at Interest 60,539.60 
cru eee eee eee eeee 64, Premiums Paid in Ad- 
Uncollected Renewal vance ..... 1 oe 1,666.75 
and Deferred | Pre- Unearned Interest 
miums, Less 110.488.55 Paid in Advance.... 3,883.33 
ing ee ee steers I Medical Examiners’ 
Furniture and Fixtures 5,906.24 Seen 773.33 
Printing and Stationery 1,961.55 Taxes Payabl ¢ in 1925 17 880.82 
peal, . 1512.08 Survivorship Funds.... 5,960.67 
gents BOB wr o0e , Other Liabilities....... 6,011.58 
Suspense Account..... » 854.65 


Gross Assets...... $2,442,487.03 
ASSETS NOT ADMITTED 
Furniture and Fixtures, 

Printing and Station- 
ery, Agents’ Bal- 
ge $ 


Admitted Assets... $2,426,077.24 


16,409.79 


Total Liabilities. . .$2,021,653.38 


Surplus to Policy- 


holders 404,423.86 


eeeeeeeee 


$2,426,077.24 


Life Insurance in Force December 31, 1924, $31,274,605.00 
LIFE INSURANCE PAID FOR DURING 1924, $7,351,387.00 


A. O. HUGHES, Vice-President, In Charge of Agencies 































A Central West Company 





General agency plan 


$21,000,000 life insurance 


$3,000,000 in assets 


Well equipped accident and health department 
Licenced in four states 

Standard and substandard policies 

One Agent's Contract only 


This Company Wants 





Live, modern agency manager 


Age, under 45 


Able to develop men and territory 

Without special policies 

Without prizes and bonus 

Without excessive commissions 
In short, an honest-to-goodness insurance man, 
with vision, personality, character, who can do 
things and teach others to do things. Company 
will pay this man a substantial salary. 


Address L-67, care The National Underwriter, giv- 


ing age, education, qualifications and salary expected. 














TAKES DEFINITE STAND 


ATTACKS DISABILITY WRITERS 





Thomas P. Nelson in Address Before 
Life Underwriters, Criticizes Both 
Life and Accident Companies 





LA CROSSE, WIS., Feb. 10.—Severe 
criticism of both life and accident com- 
panies and an attack on the entire 
system of disability underwriting was 
launched by Thomas P. Nelson of the 
Wisconsin insurance department in an 
address before the La Crosse Associa- 
tion of Life Underwriters. After a 
detailed analysis of the present system, 
Mr. Nelson summed up his criticisms 
as follows:: 


Criticizes all Insurers 


While the life insurers have been act- 
ing ultra vires in paying indemnities in 
cases of temporary disability under the 
total and permanent disability provisions 
of their life contracts, curiously enough, 
health and accident insurers have ex- 
ceeded the legitimate limits of their 
powers by an invasion of the field of the 
life insurers and they are promising an- 
nuities for life in cases of total dis- 
ability. Necessarily, if annuities are for 
life, the disability on which they are 
contingent must be permanent. A viola- 
tion of the anti-discrimination law by 
the health and accident’ insurers arises 
when persons of different ages but of 
the same hazard of loss because of occu- 
pation are provided with different 
amounts of insurance for like premiums. 
This is the case when an annuity con- 
tingent on total disability is provided 
for the lifetime of the insured. This dis- 
crimination is still further increased 
when, as is generally the case, the pre- 
mium is increased or the amount of in- 
surance is decreased for the higher ages. 

It will be readily understood from 
what I have already said that under ex- 
isting conditions in the health and acci- 
dent insurance business it is as impos- 
sible to determine and set up the correct 
reserves on this business as it is im- 
possible to set up the correct reserves 
for total and permanent disability an- 
nuities in life insurance. 

It is the primary function of health 
and accident insurers to pay indemnities 
for loss of time resulting from temporary 


disabilities due to personal accident or 


disease. They are not authorized to sell 


‘annuities of any kind, even those involv- 


ing the contingency of disability and 
especially disability from old age. The 
reserves required in this line of insur- 
ance are only unearned premiums which 
ordinarily is fifty percent of the”* pre- 
miums paid the previous year. 

In health and accident’ insurance we 
have no data from which we may figure 
costs and make a classification of risks. 
We appreciate that large losses are suf- 
fered from accident and disease and 
know that the hazard of loss varies 
with occupation and it is not determined 
by age, but we have only estimates on 
the amount of loss suffered and can only 
guess at the relative hazard of loss of 
different occupations. The claims paid 
by the insurers are not based on indem- 
nity and are reduced in amount and de- 
termined by many technical and limiting 
provisions. Such payments, therefore, 
cannot be used to get costs or to pro- 
pare a classification of risks, 


Strong Language Used 


The loss which is suffered through 
temporary disability from personal ac- 
cident and disease is many, many times 
the cost of annuities contingent on total 
and permanent disability designed to 
safeguard and prevent the lapse of life 
insurance. I fancy they are related in 
about the ratio of the number of cases 
of disability is related to the cases of 
disability which result In death. The 
attempt of the life insurers to meet the 
loss due to temporary disability unless 
stopped is sure to end in disaster. Simi- 


‘larly the efforts of health and accident 


insurers to provide annuities for total 
and permanent disability from old age 


,and to set up the large reserves neces- 


sary therefor must end in failure. 

I assume that you as insurance agents 
recognize your obligations to give serv- 
ice to those whom you solicit. I urge 


‘you as life agents to refrain from selling 
annuities contingent on total and perma- 


ment disability on the representation 











NOTIFIES COMPANIES 





MUST CHARGE THE FULL RATE 





Commissioner Dunham of Connecticy 
Rules As to Monthly Premiums on 
Salary Deduction Policies 





HARTFORD, CONN., Feb. 11~ 
Howard P. Dunham, Connecticut insur. 
ance commissioner, has notified the life 
companies writing on the salary deduc. 
tion plan that the practice of allowing 
the insured to pay a monthly premium 
equal to one-twelfth of the regular ap. 
nual premium is a discrimination and in 
violation of section 4121, of the general 
statutes of Connecticut. The commis. 
sioner takes the ground that the com- 
panies have been charging different 
monthly premiums to insurants of the 
same class and expectation of life. Com- 
missioner Beha of New York recently 
ruled that the companies writing on 
the salary deduction plan could not 
charge only one-twelfth of the annual 
premium, but must add interest to their 
rate. 


Jefferies Is Optimistic 


“T look for a greatly increased volume 
of life business in 1925,” says John 
Howard Jefferies, assistant to the vice- 
president of the Penn’ Mutual, who is 
making a tour of the middle west and 
coast states. “Everywhere I have been 
so far on my trip I find the greatest 
optimism on the part of the business 
men, and this is reflected in the opinion 
of the insurance men. The big wheat 
and corn prices the west is receiving 
have put most of the farmers back on 
their feet and given them a new morale. 
This is being reflected in buying, which, 
while slow in getting started, is regarded 
as certain to increase as the farmers re- 
ceive, as they will, assurance of the 
continuation of these prices.” 





Travelers Promotes R. L. Smith 


Ralph L. Smith has been promoted 
by The Travelers Insurance Company 
from agency assistant in the life, acci- 
dent and group departments, to as 
sistant superintendent of agencies. 

Mr. Smith first joined the company 
in May, 1916, as a field assistant in the 
Philadelphia branch office. He had 
previously had considerable experience 
in the insurance business. A year later 
he was promoted to assistant manager 
of the branch and in August, 1920, was 
called to the home office as agency as 
sistant. Mr. Smith will continue ™ 
charge of the territory which was [or 
merly under his supervision. 


Insure Loan Association Advocates 


The Western & Southern Life has 
placed a large business policy, insuring 
the members of the firm of S. Rosen- 
thal & Co. of Cincinnati for a total o 
$200,000. S. Rosenthal & Co. are na 
tionally known as printers and publish- 
ers for building and loan associations 
and, although the members of the firm 
are distinctly partial to that form 0 
investment, they took out policies in the 
amount of $200,000 to insure liquidation 
of the interests in the firm of members 
of the family at the death of any one o 
the four partners. 


———— 


that the annuity will be paid in - 
of temporary and partial disability. : 
any of you handle health and accidem 


insurance I urge you to beware of the 








so-called non-cancellable policy oo 
is an annuity proposition and outside 
accident 


Negitimate field of health and 
insurers. An annuity for temporary dis- 
ability in either case is a fraud and 4 
deceit. 





A. L. Holland, district superintende” 
of the Metropolitan Life at Evaner't 
Ind., has been elected president ° wa 
Family Welfare at Evansville. that ' of 
organized recently to take the plac 





the Community Welfare. 
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ASSESSMENTS TOO HIGH 





COMPANY’S END APPROACHES 





Hartford Life, a Stock-Assessment 
Company, In Unfortunate Situation 
Says Commissioner Dunham 





HARTFORD, CONN., Feb. 
The entire business of the Hartford Life 
—an assessment company—must soon 
be closed out according to a report of 
the department’s examination which 
Commissioner Howard P. Dunham of | 
Connecticut has printed for circulation. | 
The commissioner says that the situa- | 
tion of the company’s business “is unfor- | 
tunate, indeed.” He recommends that | 

| 
| 
| 
| 


| 
11.— | 
| 


the court be asked for instructions rela- 
tive to the disposition of the safety fund 
in the woman’s division. 

The quadrennial report contains a 
history of this company which was in- 
corporated in 1866 on a capital of $200,- 
000, with authority to increase it to | 
$1,000,000. The insurance in force is | 
divided into two divisions, one for men | 
and the other for women. In order, as | 
the report says to show the rate at which 
the insurance in force is decreasing and 
the assessment rate increasing, figures 
are given for a period of ten years. On | 
December 31,, 1913, the insurance in 
force in the men’s division was $16,923,- | 
450 and the assessment ratio was 9.62. | 

In the women’s division on December 
31, 1913, the insurance in force was $2,- 
587,500 and the assessment ratio was 
2.45. On June 30, 1924, the amount of | 
insurance was $610,000 and the ratio 
9.32. 

Assessments Greatly Increased 


The report says: “It will be seen from 
the above exhibits that the time is rap- 
idly approaching when the entire busi- 
ness of the company must be closed 
out. Assessments have increased to an | 
enormous rate, which has caused heavy 
lapses and this in turn has tended to 
increase the assessment still more. The 
rapid decrease in the amount of insur- | 
ance in force indicates that the time for 
distribution of the safety fund is not far | 
distant, particularly in the case of the | 
women’s division. Therefore several 
questions regarding final settlement 
must be taken up here.” 

Another troublesome question, says 
the report, is the treatment of the mor- 
tuary fund upon termination of the com- 
pany. This fund functions as a revolv- | 
ing fund and enables the company to | 
pay claims immediately upon the filing | 
of satisfactory proofs rather than to | 
postpone payment until an assessment | 
has been levied and paid. Claims are | 
paid out of the mortuary fund, assess- | 
ments are levied and collected, and thus | 
the mortuary fund is replenished. The 
tund has accumulated from small over- | 
asséssments in years past. Since the | 
money in the mortuary fund has been | 
assessed for mortuary purposes, it would 
appear that it can be used for nothing | 
but the payment of death claims. There- 
tore, as the amount of insurance in force | 
approaches close to the distribution | 
point, it would seem to be the duty of 
the company to pay death claims out 
ot this fund, so as to reduce the fund to 
zero at the proper time. If the fund 
should become exhausted before the 
Point of distribution is reached, it would 


| 
| 


eument of claims until the assessment 
ad been levied. A waiting period of 90 


| executive committee of the National As- 


| actual building. 
| rapid strides in recent years. 


TO CONSIDER PROGRAM 





COMMITTEE TO MEET MARCH 9 





National Association Will Probably Fol- 
low Plan Used Last Year— 
Clegg Plans Trip 





NEW YORK, Feb. 11—When the 
sociation of Life Underwriters meets in 
this city March 9, it will consider among 
other matters the program for the an- 
nual gathering of the organization at 
Kansas City the latter part of September 
and early in October. The strong prob- 
abilities are that four days will be given 
over to the meeting; morning sessions 
only being held, permitting delegates to 
devote the balance of the time to recre- 
ation or to particular company gath- 
erings, of which it is anticipated there 
will be a number. So far the program 
has only been reviewed in rough outline. 
It is very likely that the plan adopted 
in 1924, of taking up one particular 
theme of general importance and deal- 
ing with it in all of its ramifications will 
be followed this year. What the sub- 
ject will be the management of the 
association is not yet in position to de- 
clare. 

President John W. Clegg of the Na- 
tional Association has arranged a tour 
of the central west and the northwest 
in the course of which he will address 
the local life underwriters gatherings 
at Denver, Kansas City, Omaha, Des- 
Moines, St. Paul, Chicago, Detroit, 
Louisville, Cincinnati, Columbus, Cleve- 
land, and Pittsburgh. Leaving Chicago 
for Denver Feb. 18, he plans to finish 
this circuit by March 8. 


NEARING ITS 17TH BIRTHDAY 





Columbus Mutual Life Has Had Splen- 
did Growth During Its Career— 
Real Progress Made 





The Columbus Mutual Life in its an- 
nual statement shows insurance in force, 
$72,296,914; assets, $6,637,709; capital 
stock, $500,000; net surplus, $514,430; 
policyholders surplus, $1,014,530. It 


gained insurance in force, $15,396,875 
last year. Its new business last year 
was $24,000,000. Its premium income 


has reached $2,500,000. 

C. W. Brandon, the president of the 
Columbus Mutual Life, is one of the 
aggressive and forceful figures in life 
insurance. He has put into effect what 
he terms the “golden rule agency con- 
tract” which puts all agents on the same 
basis, so far as compensation is con- 
cerned. He believes in a standard con- 
tract for every agent, regnurdless of 
where he is located. Furthermore, Mr. 
Brandon has always stood for absolute 
protection of renewals. 

The Columbus Mutual Life will reach 
the age of 17 years in April. It has 
never stimulated business in any arti- 
ficial way and hence its business in 
force now represents agency work and 
The company has made 
One of 
the remarkable features of this organ- 
ization is the fact that President Bran- 
don, physically incapacitated and given 
up by doctors years ago, has been able 
to carry through in so remarkable a way: 
He refuses to be mastered by any phy- 
sical ailment. 





| 
| 
} 
of course, be necessary to withhold the | 
| 
| 


ays is provided by the certificates, how- 
~er, so this would entail no great dif- 
fieulty, 
Nearly Half Over Age 70 
Ped report says in conclusion: “All | 
ee the company’s business have | 
= horoughly investigated. Its situ- 
maine unfortunate indeed. A large | 
. rs of its members are in advanced 
tral n December 31, 1923, out of a | 
pe membership of 3,000, those over | 

years of age numbered 1,368, or 45%. 


fre were 493, or 16%, over 80, and | premium funds.” 





156, or 5%, over 85. Naturally the mor- 
tality is heavy. Assessments therefore 
are reaching a point where members in 
average circumstances cannot possibly 
afford to continue membership 

“Thus the situation has developed into 
a vicious circle. My recommendations 
are: that instructions be requested from 
the court relative to the disposition of 
the safety fund in the women’s division; 
that the company take steps to effect a 
proper distribution of its stipulated 











Springfield Life Insurance Company 


A MuTUAL LEGAL Reserve Lire INSURANCE COMPANY 
HOME OFFICE: - « SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


Excellent territory now open to right Parties 
—Liberal contracts to successful workers 


Assets, $5,000,000 Surplus, $700,000 


"A. L. Hereford, President 
Springfield, Ill. 


























FOR NEBRASKA 


An “old-time” state agency contract with non-forfeiting renewal com- 
missions and some “honest-to-goodness” cooperation now open to a 
man who can demonstrate ability to do a real job of agency building 
in that splendid state. 


Address—Ralph H. Rice, President 


NATIONAL FIDELITY LIFE 


Insurance Company 
Home Office Kansas City, Missouri Ralph H. Rice, President 
P.S. Plan now to attend 1925 Convention, National Life Underwriters, in Kansas City 





We have in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Kans., Md., Mich. 
Okla., 3. Wyo. 


inn., N. M., N.C., D., W. Va. and 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial’‘amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
~~ <a on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
Pp 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 




















PRESTIGE: AND GOOD WILL 


During seventy-nine years of active service to 
policyholders, the Mutual Benefit has demonstrated 
its dependability as a Life Insurance Company 
aiming to satisfy its membership. The prestige 
and good will the Company enjoys are due to its 
long record of equitable service, which redounds to 
the benefit of agents. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 9 
Newark, New Jersey 
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Connecticut General News 
Hartford, Conn. 





















1924 Record 






ee Ss cn anccceseddeeesceeans $146,530,349.00 
Life Insurance in Force Dec, 31, 1924............... ,- 610,516,631.98 
I I is ees sneed denbicneiees 18,728,968.86 
Accident Department Income, ........ccccccsccccees 1,519,921.23 
SE ED bo c40 Sava ccedsenbseeeeeeebaddcicceunes 20,248,890.09 






Ten Years of Progress 














New Paid Life Insurance 
Year Life Insurance in Force Assets 
See $ 17,828,051.80 $ 84,562,505.08 $14,678,575.97 
Re 112,344,533.08 265,643,470.18 27,596,768.54 
ey 146,530,349.00 610,516,631.98 63,249,312.91 
Sixtieth Annual Statement 
ESO enn iasecinak gee alah Wl ease wi ane $56,863,036.15 
Excess Security to Policyholders...................... 6,386,276.76 
Assets, Dec ts intinistet nue 6s ak@eteddieban eee 63,249,312.91 






Another Year of Consistent Growth 






















































Chicago N ational Life 


Insurance Co. 
202 South State Street, Chicago 










The romance of OPPORTUNITY in 
any city, perhaps, has seldom, if ever, dem- 
onstrated a more striking example of what 
can be done than is shown by the records 
of the CHICAGO NATIONALE LIFE IN- 
SURANCE COMPANY. Many men in 
the business and out of it have remarked, 
“It’s surprising!” 


Over 13,000,000 in force—paid for busi- 
ness—close of 24 months—actual opera- 
tions. 
















Think of the advantage of a connection 
with a fast growing company like this. 


A. E. JOHNSON 
Agency Manager 
Phone Wabash 4583 



















MAKES OUT STRONG CASE 
AGAINST WRITING TRUSTS 


(CONTINUED FROM PAGE 5) 


“There is no doubt that in simple 
cases, the advantages of the option set- 
tlements given in life insurance policies 
as compared with testamentary pro- 
visions in a will or in a trust are many. 
They have been so often pointed out and 
are so obvious that I will not stop to 
enumerate them. But I have no hesi- 
tation in saying that in complicated 
cases designed to tie up funds for a long 
term of years and providing for the in- 
evitable contingencies of marriage, birth 
and death, and often most properly re- 
quiring discretionary powers, the best 
way to do this is under a will or under 
a real legal trust, and I also add that it 
is not advisable for life insurance com- 
panies to draft such documents and 
they cannot afford to administer them. 

“In a recent article on “Trusts under 
Life Policies,” it was stated that one 
of the advantages of a trust under a 
life policy was ‘It is administered with- 
out expense.’ This unqualified state- 
ment is not true. It is administered with- 
out expenses to the estate but at the 
expense of the company. If we omit 
the initial expense (which is not an im- 
aginary item) of preparing the original 
agreement of trust which must be in- 
dividual and rarely with contingencies 
exactly like another, we can fairly com- 
pute what in the long run it will cost a 
company to carry out a trust, by seeing 
what courts allow and what trustees 
charge for such services. 

“T have said nothing about taxes, and 
all I have to say is that escape from 
taxation is not an admissible argument 
to induce a person to make a trust 
agreement with a life company rather 
than with a bank or trust company or 
a private trustee, and I can see no rea- 
son why a life company that assumes 
legal trusteeships should not be taxed 
as other trustees, and I believe in the 
end that it will be. 

“Let me remind you that tying up 
funds for long periods after the death 
of the donor is not lightly regarded by 
the state. The statutes of mortmain go 
back to the 13th century, and the rule 
against perpetuities and statutes against 
restraints of alienations of property are 
of ancient origin. 


Often Beyond Duties 
Or Rights of Agents 


“We are frequently asked to approve 
settlement options in violation of such 
provisions. We necessarily decline, but 
it would be better for the insured as 
well as for us to have all such ques- 
tions settled for him by his own per- 
sonal counsel or his family solicitor. 
In fact, the disposal of a large share, 
sometimes almost all of an insured’s es- 
tate, involving family relationships, and 
questions dependent upon marriages, 
births and deaths in the future are mat- 
ters that only an attorney who has an 
opportunity to discuss personally with 
the insured all his affairs and circum- 
stances should pass upon, at least in the 
first instance. Except under unusual 
circumstances, a reputable attorney 
would refuse to draw a will or trust 
for a client he did not know and never 
personally had consulted. Personal con- 
tact is highly important in these mat- 
ters. 


Wills Should Not Be 
Treated by Agents 


“Then as to wills, statutes apply to 
correct inadvertences as to children and 
to protect a wife and also children born 
after the will is made. No such laws 
can be invoked in like circumstances if 
the insured fails to change his option 
settlement. It is absolutely wrong for 
agents to advise the insured about such 
matters, and the law department cannot 
properly advise beyond approval of the 
form and the legality of the contract 
the company will accept. In all such 
cases, the insured should be requested 
to consult with his own attorney. In 
cases of importance there are not likely 
to be any misunderstandings or diffi- 
culties. These factors usually appear in 





cases where the misguided insured of 
small means seems possessed with the 
idea that he should take advantage of ap 
opportunity to indulge in a long, compli- 
cated agreement obtained without cost, 

“A year ago, Mr. Patten, associate 
counsel, brought in to me a long agree. 
ment providing for here and hereafter 
to the second and third generations, and 
after much study and reference to the 
rules of our association, we concluded 
we could pass the agreement. Then ! 
asked something about the case. [| 
found the insured was 27 years old, his 
wife 25, his child 3, and the amount of 
his policy $5,000. What I then said 
shall be blank. Undoubtedly the agree- 
ment is now hopelessly out-of-date 
even if the policy is in force. But un. 
derstand mé, I did not and do not criti- 
cise the insured. The fault, if any, is 
wholly yours and mine. 


Cooperation Better than 

Competition in Trusts 

“It is the business of life companies 
to create funds for estates, not to ad- 
minister them under wills or trust, and 
to this end we should cooperate with 
private attorneys, private trustees and 
corporate trustees in all cases where a 
settlement of the policy is not carried 
out in some way, necessarily the func- 
tion of the company, as in the case oi 
payments in some form of an annuity, 
either limited or for life. In such settle- 
ments, the private or corporate trustee 
cannot compete with us. Let us leave 
the field of administering wills and legal 
trusts to them. There is much to be 
gained by returning the matured insur- 
ance fund to local trustees when it is 
to be held only for interest distribution 
with payment of parts of the principal 
from time to time. 

“Insurance is a collective matter and 
cannot be local with safety. The trust 
is individual and is preferably local. The 
trust needs personal acquaintance and 
often discretion. The return of the 
fund to the home of the insured will 
stimulate the formation of new estates 
through insurance, and will relieve the 
company of a burden. The reserves 
of life companies are increasing rapidly 
and the burden of their investment and 
safe keeping is quite enough. These 
reserves are all live funds and neces- 
sary for the group, and there is no good 
to be gained by adding them to funds, 
in effect, held by the dead hand for in- 
dividuals. 


The Tendency to Go 
Too Far in New Methods 


“Undoubtedly, the old method o 
lump sum settlement in any given cas¢ 
may not produce results which society 
seems to think are good. The confi- 
dence and experience of the widow be- 
ing what it is, she may squander her 
insurance money in worthless securities 
or in fleeting pleasures and_ personal 
adornments and have to go to work, 
and her children may be deprived of a¢- 
vantages, leisure and education which 
would otherwise be desirable. , 

“Without doubt, the option method o! 
settlement has come to say. Through 
it life companies render in many cases @ 
fine service. Service seems to have 
been the ultimate goal of all persons ané 
corporations in recent years, but this 
service under option settlements, It 
should be borne in mind, is for — 
benefit of beneficiaries and society 40 
not for our policyholders, for they ceas¢ 
to be such upon death. However, ® 
my opinion, what I may call the revolt 
against lump sum settlements has - 
too far in many, many cases, an as 
the tendency to go farther still. 





C. A. Duffield Promoted 
Chester A. Duffield has been 4? 


: - f 
pointed assistant superintendent a 
agencies by the John Hancock by the 


Life, to fill the vacancy made se 
resignation of H. J. Wischmeyer Dui. 
went to its Cleveland office. Mr. ya 
field has been with the company at os 
Angeles. Harold G. Saul of the — 
agency will take his place at Los 
geles. 
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JOHN HANCOCK HOLDS 
BIG ANNUAL MEETING 


(CONTINUED FROM PAGE 5) 


Albany and Worcester, and the com- 
pany entered Kansas, Oregon and Wash- 
ington. The record for 1924 shows a 
gain of 18.2 percent, whereas the aver- 
age gain for all companies was about 6 
percent. In line with its program of 
expansion and progress the company 
plans to enter additional territory this 
year. 

” Promotes Own Men 

Vice-President Eaton reminded the 
general agents of the well known prac- 
tice of the company of following the 
civil service system. This makes it 
necessary for the general agents as well 
as the superintendents to give attention 
to the development of men for promo- 
tion to higher positions. In the past 
seven years, 28 general agents have 
been appointed, all from the company’s 
own agency ranks. According to the 
policy, even the biggest producer of any 
other company could not become a gen- 
eral agent of the John Hancock until he 
had served an apprenticeship as an 
agent. 

Mr. Eaton pointed out that certain 
agencies are more successful in develop- 
ing men than others, citing the Indian- 
apolis agency, which has directly, or in- 
directly through men trained there, con- 
tributed 14 of the general agency ap- 
pointments recently made. 

Mention was made of the group de- 
partment recently placed upon an active 
basis. The department has been organ- 
ized to handle business on an efficient 
plan, and to close cases when any as- 
sistance is needed in the field. The com- 
pany will make an aggressive campaign 
to secure this business. 


Talks on Selecting Men 


General Agent William B .O’Conner 
of the new northern California territory, 
spoke on the selection of men. Mr. 
O’Conner is a young man of high ability 
and attractive personality. His new 
agency last year wrote over $2,000,000. 
He emphasized the need for careful 
selection and for attention to the in- 
evitable weaknesses even in the best of 
agents. He says that he seeks to get 
the man who is potentially a big pro- 
ducer, whether young or experienced, 
although in the latter case ability is 
more obvious. According to Mr. O’Con- 
ner, the four fundamentals to be 
watched are: Ability of the prospective 
agent to make men like and respect 
him; ability to create situations and to 
take advantage of them: willingness to 
work and ability to work right; ‘general 
education, experience and wisdom. 

An interesting address on methods in 
agency management was made by Paul 
F. Clark of the eastern Massachusetts 
agency, outlining the educational system 
followed by his agency. Mr. Clark said 
that the big agencies of the future will 
be developed from the personal writing 
of members of the agency rather than 
from brokered business. The rapidly 
mcreasing limits of retention of the vari- 
ous companies and their entrance into 
substandard business will ruin any 
agency which depends for its develop- 
ment upon brokerage. Mr. Clark also 
told of methods he uses to secure new 
men, chief of which is the personal con- 
tacts of the members of his agency. 


Policyholders’ Meeting at Noon 


* the annual policyholders’ meeting 
: noon, Charles L. Ayling, Robert K. 
on and Thomas M. Devlin were 
cected directors, a total of 1,026 votes 
— at President Crocker read the 
man report, and several minor amend- 
a made to the constitution 
ity with aws to bring them into conform- 
this modern conditions. Following 
" meeting a buffet luncheon was 

by - visitors. 
ne atternoon a meeting of the 
Whe ntendents was held, all but one 
meeting very ill, being present. _This 
be was also opened by President 
er, after which Vice-President 


| 





Elbert H. Brock presided. 
nounced that the average weekly prem- 
ium last year was 19.6 cents, and that 
| the campany made an increase of out- 
tstanding weekly premium business of 
| $61,443,445, or 12 percent. 
| superintendents were appointed last year, 
| which brings the total to 116. 
|}are now 3,706 debits. 





It was an- 





Then new 





There 


100 PER CENT 
EFFICIENCY 











Good Earnings for Assistants 


One of the most interesting addresses 
of the afternoon was made by James W. 
Messenger, recently brought from the 
Los Angeles office to become assistant 
superintendent of agencies. Mr. Mes- 
senger spoke of the difficult in securing 
and holding good assistants. He de- 
picted the opoprtunities offered to as- 
sistants as well as their financial returns. 
Last year in the metropolitan sections, 
the average compensation to assistants 
exceeded $3,000, and ten assistants were 
promoted to superintendencies. One 
man out of every eight becomes a sup- 
erintendent. Mr. Messenger also said 
that 84 percent of all the company’s 
weekly business was issued on the non- 
medical plan, and that 70 percent of the 
entire organization is now authorized to 
issue business on this plan. He said 
that 40 percent at present is authorized 
to pay dividends, but that superinten- 
dents should give more attention to this, 
and see that the number of these agents 
is increased. 


Selecting Agents for Slums 


*R. H. Clark, superintendent of the 
district which includes most of Boston’s 
slum region, told of his methods in 
selecting new agents. He is peculiarly 
fitted to speak on this subject, because 
few superintendents have more difficult 
districts in which to select and hold 
god men. His account of his analytical 
method of selection was most interest- 
ing. He must be extremely careful be- 
cause according to his statement 40 out 
of 50 men who apply to him for work as 
agents are out of a job, and usually 
down and out. 

Vice-President Eaton again outlined 
the accomplishments of the year at the 


| afternoon session, summing up both the 


splendid record, and some phases of de- 
velopment which could be improved, 
chief among the latter being the lapse 
ratio, which is a serious problem with 
practically all companies at present. 


MIDLAND MUTUAL HAS 
BIG AGENCY RALLY 
(CONTINUED FROM PAGE 7) 


defined life insurance as corporation 
finance dealing with life values, and 
pointed out that the corporation idea in 
the United States is gaining ground, 
while the partnership arrangement is 
slowly passing. 

The business session closed with re- 
marks by the following home office of- 
ficials: S, H. Harnden, medical direc- 
tor; J. C. Reitz, actuary; George W. 
Steinman, secretary; I. A. Monroe, su- 
perintendent of agencies; J. A. Hawkins, 
manager of agencies and H. B. Arnold, 
president. Mr. Reitz, actuary, outlined 
the companies’ growth during the ~-ct 
eight years and announced that an extra 
dividend on all policies issued prior to 
July 1, 1924, would be payable after 
July, 1925; 17% percent will be paid up 
to and including age 35, this decreas- 
ing % of 1 percent each year thereafter. 

The convention banquet was held 
Friday evening followed by a dance. 
Some 250 were in attendance including 
the officers and their families. Dr. W. 
O. Thompson, who retired as president 
the first of the year and who is now 
chairman of the board of directors pre- 
sided as toast-master. Guests at the 
banquet were Judge Savage retired in- 
surance commissioner and Harry L. 
Conn, who has recently re-entered the 
department as its head. W. A. Robin- 
son, actuary of the department, was 
also introduced. The speakers were 
“Dusty” Miller, the well-known humor- 
ist and publisher of Wilmington, O., 


and W. B. Burrus of New York, who 
rendered his version of “Shakespeare 
the Salesman.” 


Life men find our methods bring their efficiency up to 
100 per cent. 


We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 


We take the “Blue Monday” out of the life insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 
tell you how. 


CMEDICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA ~ 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 



































Quick Action! 


WEST COAST LIFE’S reputation 
for prompt Home Office service to 
men in the field is, to a great degree, 
due to modern office equipment. 


Mailing machines, a battery of Mul- 
tigraphs, automatic stampers, are 
some of the devices employed to 
speed up Home Office work. 


WEST COAST LIFE agents don’t 
have to ask for quick action. They 
get it without asking. 


Wesr Coast Lire 


INSURANCE COMPANY 
HOME OFFICE -SAN FRANCISCO 

















The only company on the Coast carrying Group Insurance if 
NU- 





“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








Ninth in the U. S. A. 


health business that placed it in 9th place amon 
companies of the United States in amount of 





development of the Life Insurance Department. 


BUSINESS MEN’S ASSURANCE COMPANY 
KANSAS CITY, MISSOURI 


W. T. GRANT, President 


In 14 years this Company developed an accident and 
all the 
T : isability 
claims paid. And it is now making equal progress in the 














National Underwriter Company, 1362 Insurance Exchange, Chicago. 


Y soameny to send, camp to Gignth, cosy to sememter, cosy to put ot work mahing Gollem for mef"—thue wuies © 
buyer of “Easy Lessons in Life Insurance,” « text and review book with quis supplement. $1.66 The 
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@Altwater & Bro.—Pgh., Pa. 






ITTSBURGH, the center of a great industrial region, produc- 

ing coal, iron and steel in prodigious quantities, is the home 
city of the Reliance Life Insurance Company. In this city, teem- 
ing with industrial and business activity, this company was organized 
twenty-two years ago. From its very inception the Reliance started 
right—beginning business with a paid up capital of $1,000,000 and a 
$1,000,000 cash surplus besides. Since that time the history of the Re- 
liance is just one achievement after another. The annual statement of 
December 31, 1924, shows $285,284,904 insurance in force and ad- 
mitted assets of $31,317,147. Here indeed is a monument to the 
founders, the executives and the field force—indeed, a record to be 
proud of. 


This pleasing growth and advance has not been due to any other than 
the Reliance Life’s own efforts. We point with pride to the fact that no 
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Standard. 


We have a very attractive line of policy contracts all of them being de- 
signed to fill certain definite demands and they therefore can be sold. 
Our Perfect Protection policy for example, combines in one contract 
—life, accident and health insurance. You know that there is a demand 


for this coverage. 


We are always on the alert for the type of man who can produce a steady 
flow of business—is ambitious, has position, character and either a 
broad knowledge of the business or the ability to acquire it. For such 
men we have an attractive proposition. 
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other company has been bought by or consolidated with the Reliance. 
All business written, all field men and all executives meet the Reliance 
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Tribute to Legal Reserve Plan 


THe MerropotiraAN Lire has done a 
remarkable piece of work in financing 
the PittssurcH Lire & Trust business, 
which was taken over in 1917. It will 
be remembered that the directors of the 
PitrspurcH Lire & Trust gave an optiom 
on the stock to some sharks from the 
east who exchanged good securities held 
by the PirrssurcH for almost worthless 
stuff. Before they could be brought to 
bar, they had done a lot of damage. 

The PittssurcH Lire & Trust's 
assets were impaired to such an extent 
as to imperil the rights of policyholders: 
The original lien on the policy amounted 
to one-third of the legal reserve. Fifty 
percent of these liens were cancelled by 
the Merropouitan Lire in 1922. Now 
the company has made another declara- 
tion, removing the remaining 50 percent 
The policies are restored to their original 
value. When the PirrssurcH Lire & 
Trust went into the hands of the Penn- 
sylvania insurance commissioner for 
liquidation it had $118,000,000 insurance 
in force, held by 65,000 policyholders. 
The MerropotitaAN Lire took over the 
business, agreeing that all death claims 


occurring within five years from July 1, 
1917 would be paid in full, but that the 
liens would be placed against all policies 
continuing in force. The company 
agreed to keep a separate account and 
if the earnings warranted it, the liens 
would be reduced. More than 50,000 
policyholders accepted this offer. 

The distribution of about $2,100,000 
also, the METROPOLITAN points out, per- 
mits the payment to former policy- 
holders, to annuitants, and heirs of 
annuitants, of the sums deducted at the 
time of maturity of the policies, or the 
payment of annuities on account of 
such liens. From the time the business 
was first taken over, the administrative 
expense has been kept well within 10 
percent. 

This is another wonderful commenda- 
tion for legal reserve life insurance. The 
METROPOLITAN LiFE was able to work out 
a very nasty situation. Policyholders 
and claimants thus come out whole. 


This is a tribute to the legal reserve. 


system that has never been equalled. It 
reflects great credit on the Merropot- 
ITAN. 


Watch the Younger Ones 


Better times for farmers mean better 
times for many of the younger life in- 
surance companies. 

When they entered the business they 
found the older companies pretty well 
entrenched in the larger cities and like 
good baseball players they decided to 
“hit out where they ain’t.” They made 
for the smaller towns from which their 
representatives could radiate in flivvers. 
It was good strategy. It brought suc- 
cess to many. 


But there came hard 


times in the agricultural regions and 
hard battles for the companies that had 
built no “city agencies.” The tough 
sledding shook down the field forces and 
has left these companies with hardened 
field men who will now go to produc- 
tion heights which they never reached 
before. 

Some of the larger companies with 
good country as well as city staffs will 
also profit by the flowing tide of agri- 
cultural prosperity. 


Definition of Reminiscences 


or weakness. Mr. Lacy defined reminis- 


O. J. Lacy, second vice-president of 
the Minnesota Mutuat Lirs, in a recent 
talk said that when an agent began rem- 
iniscing too much it was a sign of decay 


j 
i ! 


THe New York Lire points out that 
10 years ago approximately 12 percent of 
those who applied to it for insurance were 
women. Today 20 percent of the appli- 
cants are women. This shows that women 
are becoming greater buyers of life insur- 
ance. The volume of insurance on the 
lives of women does not keep apace with 
the number of applications for. the very 
good reason that women do not insure in 
such farge sums as men. However, there 
are matiy women that are now receiving 
very handsome salaries and naturally they 


censes as “shadowy mistakes that one 
may make in the effort to prove an 
alibi.” 


Life Insurance for Women 


are splendid prospects for life insurance. 
The New York Lire also calls attention 
to the fact that out of 2,555 death claims 
paid in the last quarter, 240 or about one 
in ten were on the lives of self supporting 
women. The claims amounted to $410,000. 

As the field for life insurance is 
scanned, it becomes more promising so 
far as women are concerned. Many 
women have dependents and wish to pro- 
tect them just as far as they can. Others 
desire a safe investment and are good 
prospects for endowments. 
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Dr. Henry Wireman Cook, vice-presi- | 


dent and medical director of the North- 
western National Life of Minneapolis, 
has been spending a-few days in Rich- 
mond, Va. He was formerly connected 
with the Richmond office of the Mutual 
Life of New York in the days when 
Charles “G. Taylor, Jr., now assistant 
manager and actuary of the Association 
of Life. Insurance Presidents, was 
learning the rudiments of the insurance 
business in the same office. That was 
some 20 or more years ago. While a 
resident of that city Dr. Cook met the 
girl who is now Mrs. Cook. She was 
a sister of the late Ike Davenport, for- 
mer actuary of the Virginia insurance 
department, and subsequently actuary 
of the Pan-American of New Orleans. 


The Security Mutual Life of New 
York is making a special production 
campaign this month in honor of Pres- 
ident David S. Dickenson and at the 
close of the contest a “Book of remem- 
brance” will be presented to the presi- 
dent, with each agent’s record inscribed. 
The agents’ names and their record 
will appear in order of total business 
paid for during the month. 


Walter A. Robinson, actuary of the 
Ohio insurance department, and his 
double were brought together last week 
for the first time in many years. Mr. 
Robinson and his brother, George A. 
Robinson, looked so much alike that 
even their friends have difficulty in dis- 
tinguishing them. They have been 
separated for some time, the brother 
being in business. at 
Courthouse, but they came together at 
the annual meeting of the Ohio Society 
for Crippled Children last week. 


Edward S. Hunt was the leading pro- | 


ducer in the ranks of the Detroit Life 
last year. He has been a strong busi- 
ness developer since he went with the 
company in 1921. His personal produc- 
tion was $419,000. Mr. Hunt was in 
the train dispatcher’s office in the Michi- 
gan Central at St. Thomas, Ont., for 
some time. He became a telegraph op- 
erator and then later transferred from 
the Michigan Central to the Canadian 
Pacific. In 1893 he was made train dis- 
patcher. In 1902 he went to the Cana- 
dian Northern as chief train dispatcher 
with headquarters at Winnipeg. In 1907, 
Mr. Hunt left the railroad business and 
engaged in real estate and contracting 
at Port Arthur, Ont. He served as 
street railway commissioner in charge of 
work at Port Arthur and Fort William. 
Mr Hunt in 1914 went to London, Ont., 
seeing the opportunities in real estate 
development in that city. While there 
he was made president of the Chatham 
Shoe Company at Chatham, Ont., and 


EDWARD 8S. HUNT 
“Leading Producer of the Detroit Life 





Washington | 





the C. N. W. Shoe Company of Londo, 
During the war he engaged in publ 
service being made purchasing ager 


| and traffic manager along the Pacifg 


Coast for contractors who were building 
a marine slip at Ojibway. He aly 
acted in a similar capacity for th 
Toronto harbor works. When th 
armistice was declared Mr. Hunt & 
sired to locate in Detroit. He came jy 
contact with President M. E. O’Brien 
the Detroit Life, and he was at one 
enlisted into the Detroit Life organin. 
tion. He expects to write $500,000 this 
year. 


W. Jj. Williams, president of the 
Western & Southern Life, left Cincin- 
nati last week to join his brother, 
Vice-president Charles F. Williams, 
at Miami, Fla. He is going t 
take a short vacation in the south ané 
will join a party of friends who wil 
cruise through the West Indies. 

The biggest individual producer for 
the Provident Mutual Life last year wa 
Richard Dewees, who paid for $1,130,00 
of new business. On account of this Mr. 
Dewees has been elected president of 
the Provident Quarter Million Club, 
Mr. Dewees said 

“I am much more interested in my 
plans for 1925 than what I did in 19% 
I had the pleasure of insuring 85 lives. 
The leading ones were as _ follows 
five bankers for a total of $150,000; 
seven contractors, $150,000; five mer- 
chants, $130,000; two printers and pub- 
lishers, $105,000; four civil engineers, 
$70,000; five doctors, $65,000; four real 
estate men, $55,000 and two railroad 


| officials, $50,000.” 


Harry Siegel of the Knickerbocker 
branch of the New York Life in New 
York City has established a record 
since he began soliciting June 2, 19% 
He had written $1,256,000 up to Ja. 
28. His paid for business is running # 
$1,250,000 a year. He made the $200; 
600 club for 1924 in one month. Mr 
Siegel was well known in the wholesale 
clothing industry before he went with 
the New York Life. 

Ben F. Biliter, who was recently 
elected president of the Farmers Na- 
tional Life of Chicago, has assumed full 
charge of his new responsibilities 
John M. Stahl, the former president, has 
resigned as general manager. Mr. Stahl 
is planning to take a vacation and has 
not as yet made any definite plans for 
the future. 

Mr. Biliter has been secretary for the 
last nine years, although up to a short 
time ago he was actively engaged in the 
editing and publishing of the “Indiana 


BEN F. BILITER 
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Farmers Guide,” a highly successful 
farm journay of which he was the 
founder. No one is better fitted to as- 
sume control of the Farmers National 
and the management is most optimistic 
of future progress. The January busi- 
ness started out the year most ausp1- 
ciously, the increase over the previous 
January having been almost 20 percent. 


The Edward A. Woods Agency of 
the Equitable Life of New York at 
Pittsburgh broke all records for Jan- 
wary. There were 1,079 applications 
secured, the insurance being $5,294,585 
and the premiums, $129,659. 


Louis G. Russell, vice-president of the 
Commonwealth Life of Louisville, was 
bereaved last week in the loss of his 
wiie, Mrs. Imelda M. Russell, who died 
at a local hospital, following an onera- 
tion two weeks earlier. 


Catherine Lynch Cochran, widow of 
the late George Cochran, D. D., and 
mother of George I. Cochran, president 
of the Pacific Mutual Life, passed away 
at her home in Los Angeles on Febru- 
ary 3. She was in her 90th year and 
had been ill only a few days prior to 
her death. She was also the mother of 
Mrs. C. I. D. Moore. Mr. Moore is 
vice president of the Pacific Mutual 
Life. 


Charles E. Buckland, of Hartford, 
associate agent in the life department 
at the home office of the Aetna was 
honored last week on his 66th birthday. 
He has been in the insurance business 
for 35 years and conected with Shep- 
ard & Co. for the last 20 years. Mr. 
Buckland has three sons who are in the 
insurance business. Charles E. Buckland, 
Jr. is connected with the Northwestern 
Mutual Life, Malcolm B. Buckland and 
Kenneth A. Buckland, both with the 
Aetna Life, and Raymond D. Buckland 
with the Caledonian. 

Among the well informed persons 
around the Minnesota state capitol the 
opinion is that George W. Wells, Jr., is 
slated to remain as insurance commis- 
sioner under the new administration. 
While there has been no intimation of 
this either from Governor Christianson 
or from Mr. Wells himself it is under- 
stood that the new governor would be 
glad to have Mr. Wells remain in his 
Position and as far as known the com- 
missioner has made no plans to leave 
the state work. 

This situation is generally satisfactory 
to the insurance fraternity, who have 
come to look upon Mr. Wells as an able 
and fair insurance official. He has been 
called upon to handle many difficult sit- 
uations since he has been head of the 
department and has invariably come 
through with the good will of all con- 
cerned. 

Mr. Wells has been thoroughly trained 
or his present position. Though a com- 
paratively young man, he has been in 
the insurance department several years, 
working his way up to chief deputy un- 
der former Commissioner Lindquist and 
then when the latter resigned Mr. Wells 
was the logical choice for a successor. 

e has served a little over two years 
a8 Commissioner. 

The marriage of Roger A. Skinner, 
vice-president of Leedom, Miller & 
“oyes agency at Milwaukee, and head 
of that organization’s life insurance de- 
amen, to Mrs. Irma M. Hanna of 
ee: took place in New York last 
by Mr. and Mrs. Skinner sailed Feb. 
? for Bermuda. where they will remain 
Or several weeks. 


yataiiora Fooshe, agent at Norfolk, 
9 ng the Prudential, has set $1,000,- 
= tines as his goal for 1925 and 
sehen way he is starting off he will 
erable y exceed that figure by a consid- 
busin margin. In January he paid for 
— €ss totalling $232,000. He specia- 
and bo writing army and navy officers 
this ces the bulk of his business in 
famil - Mr. Fooshe belongs to a 
y of Prudential salesmen and is 








THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 








Condition On December 3I1st, 1924 


ASSETS 
First mortgage loans........ $17,492,767.12 
(On property appraised at 
$48,692,980.00) 
Home Office Building and other 


SE GED sc ccncvccres ce 
(Owned free of incumbrance) 


Cash in bank and office. ...... 382,304.45 
($302,065 at interest) 


Loans to policyholders. ...... 3,197,259.41 
(Loans not exceeding cash value of 
the policies) 


2,191,452.82 





16 Ee NE FP A 419,873.83 

Net premiums in course 
SE Sich cahewes Sueeeh 918,788.81 
Net admitted assets...... $24,602,446.44 


LIABILITIES 
Policy, disability and double 


indemnity reserves on 


posit with State of Indiana. $21,500,697.52 


Premiums and interest paid in 
RNR |. ae c'nk oboe ddnbbss 
Reserve for taxes payable in 
BE Aalcteccvsevesvevsstece 
Death claims reported on 
which no proofs have been 
OS eee rer 
Other liabilities ............. 
Set aside for, or already ap- 
portioned to policies........ 


Unassigned sur- 


Capital Stock .... 1,000,000.00 
Surplus to protect policyhold- 
Si ndddudeakisuedeeseeawes 


130,887.74 
242,456.26 
279,148.00 

56,176.71 
404,232.22 








Progress Shown in 5 Year Periods 


INCOME ASSETS 
a $ 184000 1909 ............ ©. BRAND: TEED sé wc cscceces 
ae $ 1,390,000 1914............ $ 1,983,000 1914........... 
DT cecsereceues 3,800,000 1919 ............ $ 8,057,000 1919........... 
GT eiccevcvcvns $10,831,000 1924............ $24,602,000 1924........... 



































Lincoln Life Building 


The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Now More Than $345,000,000 In Force 


INSURANCE IN FORCE 


Fort Wayne, Ind. 
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SQUARE DEALING 


With Agents and Policyholders made possible 
last year’s splendid Record of New Business 


$103,955,200 


A Pledge of Still Greater Achievement in 1925 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 

















Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
Low Net Cost 

$ 19,002,473 

1,510,261 

Insurance in Force 195,366,671 

Assets of $108.63 for each $100 of liabilities 

Rate of Interest Earned, 1924 5.5% 

Mortality, 1924 


Liberal direct agency contracts available in Southern Indiana, 
Southern Illinois, Central Missouri, Kansas, Louisiana, Virginia, 
Arkansas, Utah, Pennsylvania and Eastern Tennessee, to men of 
ability and record of successful results in personal production and 
organization. 








Shortening The Selling Process 


UR SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 
cooperation which is of genuine practical value to our men in the field. 
Service to icyholders is also the best kind of service to ents. 
Our Policyholders Service Department offers, among other things, 
the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life | Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 

















THE EQUITABLE LIFE OF IOWA 


ANNOUNCES 
1. 
: LARGEST DIVIDENDS 
IN ITS HISTORY 





EQUITABLE LIFE OF IOWA 


Founded: 1867 Home Office: Des Moines 

















originally from Georgia. His brother, 
J. F. Fooshe, Jr., agent for the Pruden- 
tial at Washington, D. C., ranked third 
as a producer for this company through- 
out the country last year. He also 
makes a specialty of army and navy 
business. J. F. Fooshe, Sr., the father, 
is agent for the Prudential in New 
York and is no mean producer him- 
self. Claude R. Fooshe, an uncle, is 
manager for the Prudential at St. Louis, 
and another uncle is also with the com- 
pany there. 


Nora Vincent Paul, vice-president of 
Tue NATIONAL UNDERWRITER and widely 
known in underwriting circles as a “go- 
getter,” has agreed to address members 
of the American Women’s Association 
at its gathering in New York City 
March 12. It is anticipated that at least 
3,000 women will be on hand to hear 
Mrs. Paul and other speakers. While 
preeminently successful in the commer- 
cial world, Mrs. Paul has retained that 
fondness for home life, so characteristic 
of real womanhood. In the inspirational 
address she is to make next month she 
plans telling her auditors that achieve- 
ment in the world of affairs by women 





by no means implies the lessening of the 


higher ideals and the finer qualities, de. 
spite a bit too common impression tp 
the contrary. 

J. Denny O’Neil, former insurance 
commissioner of Pennsylvania, died 2 
St. Petersburg, Fla., last week. Mr, 
O’Neil served as insurance commis. 
sioner in 1916-17 and was later high. 
way commissioner of the state. He wa 
candidate in the Republican primaries 
for governor in 1918. He was president 
of the Union National Bank of McKees. 
port, Pa., his native city. 


The Pinkus, Mills & Pinkus genera! 
agency of the Northwestern Mutua 
Life at Indianapolis, Ind., wrote $1,168. 
500 of new business in January agains 
$771,494 in January a year ago. Repre- 
sentatives of this office are very optimis- 
tic over the outlook for 1925. 


A. L. Saltzstein, general agent in Wis. 
consin and upper Michigan for the New 
England Mutual Life, accompanied by 
Mrs. Saltzstein, will leave New York 
on board the Mauretania, Feb. 17, fora 
trip to the Holy Land and other points 
in Asia, Continental Europe and the 
British Isles. 








LIFE AGENCY CHANGES 

















ARRANGED FOR SUCCESSION | 


Equitable Life of New York Puts Sep- 
arate Managers in Charge of Ed- 
wards Agencies 


The Equitable Life of New York has 
divided its Brooklyn and New York 
City territory between two managers. 
The entire territory was formerly under 
the managership of the late Charles 
Jerome Edwards. Under the new ar- 
rangement, Harold Hamilton Letcher, 
who was Mr. Edwards’ assistant for 26 
years, will have charge of the Brook- 
lyn agency, composed of the Brooklyn, 
Williamsburg, Bible House and Browns- 
ville branches. Harry S. Gierhart has 
been made agency manager of the re- 
maining branches, including the Gotham 
branch at 120 Broadway, the Samuel 
Karsh and the R. D. Ferguson agencies. 
He will have his headquarters at 120 
Broadway. Mr. Gierhart has been in- 
spector of agencies in New England and 
New York outside of the metropolitan 
territory. He has been connected with 
the company more than ten years. 


HAMMOND SUCCEEDS M’INTYRE 


Mutual Life Man Appointed Chicago 
Manager of Manufacturers Life 
of Canada 


Ralph D. Hammond has been ap- 
pointed manager of the Chicago branch 
of the Manufacturers Life of Canada. 
He succeeds J. F. McIntyre, who has 
decided to relinquish the duties of 
agency building and devote his efforts 
to personal production owing to ill 
health. 

Mr. Hammond has been one of the 
leading producers for the Mutual Life 
of New York in Chicago for the past 16 
years. Every year during his connec- 
tion with that company he has attained 
membership in the $220,000 club. For 
several years during his connection, he 
produced more than $500,000 of paid 
for business. On his last day with the 
Mutual Life, Mr. Hammond wrote and 
paid for a $650,000 case. 


Is Extending Operations 


The Manufacturers Life entered the 
United States 23 years ago and has been 
writing business in Michigan, Ohio, 
Pennsylvania and Illinois. It recently 
extended its operations to Washington 
and Oregon. The company writes par- 
ticipating and non-participating business, 
sub-standard cases and has a maximum 





of $2,000 on the non-medical plan. 


WILL HANDLE FIVE STATES 


A. S. Maddox and E. L. Balz Mat 
Agency Managers of Merchants Life 
for Central West Territory 


The Merchants Life of Iowa am 
nounces the appointment of A. S. Mad- 
dox and E. L. Balz as agency managers 
for the states of Iowa, Illinois, Missouri, 
Kansas and Nebraska. Both Mr. Mad- 
dox and Mr. Balz have back of them 
many years of successful work in the 
life insurance business. 

Before entering the insurance bus- 
ness, Mr. Maddox spent 15 years in eé- 
ucational work as president of a college 
in Tennessee. He resigned this position 
to become state manager for the Guard: 
ian Life of New York, later becoming 
agency supervisor for the Home Life 
which position he held for nearly eight 
years. With both of these companies 
he proved his ability as an agency or 
ganizer and producer. Before going 10 
the home office of the Merchants Lilt 
in 1919 as agency manager, he repre 
sented the company as state manage’ 
for. Arkansas, where he was successiul 
in developing a strong active agency 
and in producing a very satisfactor) 
volume of business. 

Mr. Balz for many years has bee# 
known as one of the prominent life i 
surance men of Iowa; having been sec 
retary of the Modern Brotherhood 0 
America for about 20 years. He ha 
proven his ability as an executive, 0 
ganizer and producer. 


APPOINTMENTS BY RELIANCE 


Company Announces a Number o 
Changes and Promotions at Im- 
portant Points in Its Field 


The Reliance Life announces the id 
lowing appointments: . 
W. W. Britt, from organizer at Was 
ington, D, C., to supervisor of the eas" 
ern Pennsylvania department, hea: 
quarters 806 Finance building, Phila- 
delphia. He succeeds P. B. Weave 
who becomes a producer. ; a 
F. W. DuBose, from organizer ™ 
Florida and Alabama to supervisor 
the Illinois department, headquarter 
805 Harris Trust building, Chicago . 
W. B. Daniels, from organizer 
West Virginia to supervisor of the Me 
ginia department, headquarters 511 ’ 
tual building, Richmond, Va. ont 
R. J. Alfriend, Jr., from general ne 
at Norfolk, Va., to supervisor ot - 
Tidewater department, headquarter 


ash- 
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Virginia National Bank building, Nor- 
folk, Va. 

G. G. Lamar, from general agent at 
Auburn, Ala., to supervisor of the Flor- 
ida department, headquarters 416 At- 
lantic National Bank building, Jackson- 
ville, Fla. 

A. J. Proctor, from general agent at 
Morristown, Tenn., to supervisor of 
the Indiana department, headquarters 
402 Fidelity Trust building, Indianap- 
olis, Ind. 

J. L. Russell, general agent at Blythe- 
ville, Ark., to supervisor of the Kansas- 
Missouri department, headquarters 518 
Rialto building, Kansas City, Mo. 

P. O. Colson, formerly organizer at 
Hattiesburg, Miss., is now supervisor 
of the lowa-Nebraska department, with 
headquarters at 724 Brandeis Theater 
building, Omaha. 

F. Jeh> from general agent at 
Pittsburgh, to organizer in the western 
Pennsylvania department under H. T. 
Burnett, supervisor. 

J. P. Manley, from general agent at 
Sheffield, Ala., to organizer at Sheffield, 
under Supervisor N. S. Tomlinson. 


CALLED TO THE HOME OFFICE 
F. W. Allen, General Agent of the 
Minnesota Mutual at Sioux City 
Becomes Executive Special 





F. W. Allen of Sioux City, Ia., gen- 
eral agent of the Minnesota Mutual Life, 
has been called to the home office with 
the title of executive special agent. Mr. 
Allen located in Sioux City about four 
years ago, opening an office for the 
Aetna Life. Last year he was given the 
territory by the Minnesota Mutual and 
transferred his allegiance to that com- 
pany. 





Montana Life Appointments 


The Montana Life announces the ap- 
pointment of James Hunter as district 
agent for Rosebud and Custer counties 
with headquarters at Miles City, Mont. 

The Southwestern Union Securities 
Corporation of San Diego has taken the 
general agency of the Montana Life for 
Southern California. W. P. Capeheart, 
formerly a special agent for the Leonard 
Agency of Long Beach, will be actively 
identified with the new agency. 

John A. Gardner, formerly of Boise, 
Ida., has been appointed general agent 
at Ogden, Utah, the district including 
tour northern counties of the state and 
tour southeastern counties in Idaho. 





Guardian Life Changes 


The Guardian Life of New York has 
announced the following recent appoint- 
ments, promotions and transfers in its 
agency force: 

E. Stewart from manager of 
Savannah to manager at Birmingham; 

. C. Anderson, manager at Savannah; 
A. L. Tschannen, from agent at St. 
Louis to manager at Milwaukee; C. A. 
Creech, manager at Smithfield, N. C.; 
Leo D. Landau, appointed manager of 
New York City agency in Times Square 
district following dissolution of Kurz- 
weil-Landau agency; Clifford T. Booth, 
‘ppointed manager at Minneapolis; W. 
‘4. ill, appointed associate manager at 
“inneapolis; F. M. Dickerman, ap- 
cn Lar aa at Indianapolis; Seth 

- Taylo i 
Omaha. ylor, appointed manager at 
‘ Sturtevant Overin, appointed manager 
reilly ed in Brooklyn, Bayridge dis- 
of B S. T. Rainey, appointed manager 

.Fortland; Godfrey B. Moore, ap- 
ee y manager of a new agency in 
er od be City, Pershing Square dis- 
aon ohn C, cNamara, appointed 
St Ser of a new agency at 25 Church 
Street, New York City. 





Security Mutual Appointments 


- E. Mack, former! i 
- ; y with the Bank- 
= 8 at Milwaukee, has been ap- 
fe prency manager at Columbus, 
» ‘or the Security Mutual Life of New 


York. Jacob Neltzer has been appointed 















agency manager at Atlantic City, N. J., 
and J. A. Johnstone has been made 


agency manager at Harrisburg, Pa. C. American National Insurance Company 











E. Fey, also of the Bankers Life of 
lowa at Milwaukee, has been appointed OF GALVESTON, TEXAS 
yy i the Security Mutual w.L. asnoey, JR. SOARES aaDOnY, W. J. SHAW, 
at Cincinnati, O. Presiden too-Precigen Secretary 
a FINANCIAL STATEMENT JUNE 30, 1924 
Herbert H. Schisler ASSETS LIABILITIES 
. Real Estate Owned.......-- $ 1,104,974.68 Net Reserve (American Ex- 
Herbert H. Schisler has been ap- Mortgage Loans (First Lien perience Table, 8 & 84%) $15,035,169.00 
a oe spent ae oe > ft TRIED cccccscese €.026,008.58 Reserves Ser, Dest Lessee s 
ational Life at Pomona, Calif. He has BB sessccccers atte ; 
been engaged in the sale of life insur- im © Hag \ rg 1,816,992,97 MR ee eens 
ance but a short time, his preliminary EE  aceenachehonenens 6,876,621.55 preciation ....ssss.sss+0s 143,604.88 
training having been gained in the edu- Cash in Banks...........-- 1,416,770.99 | Miscellaneous Liabilities .... 216,658.46 
cational course conducted by F. W. a a of Deposit (De- oanesne eee PES oe ae 
Gale, assistant state manager in the Interest. Due ‘and ‘Accrucd:. 875.278.64 and Surplus .. 9,007,582.98 
Los Angeles agency of the company. He Deferred and Uncollected Surplus to Policy- 
has been conspicuously successful, both Premiums (Net) ........- 876,012.00 BEES cccccccccesoccece 8,007,688.98 
in personal production and in agency Total Assets ..........+: $18,533,408.81 Total Liabilities .......... $18,588,408.81 
a eeeerene GAINS MADE DURING FIRST HALF 1994— 
. Increase in Insurance in Force........ eeeceeccesse +G16,728,488.00 
National of Canada Appointments Increase in Admitted Assets.......-+e+seeceseeseese 1,462,819.82 
Increase in Surplus Security to Policyholders......... 188,411.58 


The appointment of P. S. Connelly as POLICYHOLD. 
branch manager of the National Life of a i+. TOTES SINCE ORGANI. ADMITTED ASSETS 
iJ Zz. 





Canada at Montreal, has been an- ATION— $18,538,408.81 
nounced. Mr. Connelly formerly has nee seeneneneed $15,285,539.87 

had under his direction the western On- Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements of Every 
tario organization of the company. J. Insurable Person. 

V. Grace has been appointed to suc- HOME OFFICE BUILDING 

ceed Mr. Connelly as manager of the Operates in Twenty-one States and the Republic of Cuba 


western Ontario office. Mr. Grace was | Gross Income Averages, $726,612.00 per Month 


manager for the company at Ottawa, | 


BUILDING BUSINESS 


THE CLEVELAND LIFE INSURANCE COM- 
PANY HAS BUILT A BUSINESS. Business in- 
tegrity, unerring financial judgment, coupled with 
sound LIFE INSURANCE reasoning, has given 
this organization a reputation which has created 
its strongest asset, Public Confidence. 

























The result of correct business methods is evi- 
denced by these figures: 


Gain in the Company’s assets 18% 
during the last five years— 0 
Gain in surplus to policyhold- é& Je 
ers during the same period— 1 6 0 


Every man who believes in life insurance and is making 
it his life work, is building or desires to build a business that 
is permanent and remunerative. In order to do this, it is 
extremely important that he associate himself with a Com- 
pany who has built a successful business, with a reputation 
for business integrity and financial strength. 



















If you are ready to discuss a real business building opportunity, write in confidence to 
Ray H. Finger, Manager of Agencies. 


Parcel CLEVELAN D 
a | LIFE 


a” | INSURANCE COMPANY 
Illinois | 
Indiana 
Michigan | 
















WM. H. HUNT, President 















HOME OFFICES - - CLEVELAND, OHIO 
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“Walking Past the Door” 


AVE you ever walked past a prospect’s door—hesitating to go in— 
hardly knowing why? We all have. 


The reason is probably lack of knowledge. If you thoroughly know 
yourself and your service, then the trouble probably is in knowing too 
little about the prospect himself. 


Agents operating under the American Central Plan KNOW their prospects, his 
insurance needs, his capacity, etc. This is all on the Surveyed Prospect Card. 














This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


Any agent who feels that he might be interested in more details concerning the 
plan may readily secure them by writing today to 


AMERICAN 
CENTRAL 


development program in existence today. } N SU be A N CE co. 


One phase is described in this advertise- 


ment. INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 

















NUMBER FOUR IN A SERIES OF INFORMATION ADVERTISEMENTS 












































George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power.of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 



































THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WANTS: A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 


WANTS: GENERAL AGENTS AND MANAGERS 
CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address Ss. Ww. GOSS, Vice-President, The Rookery, Chicago, Ill. 




















which has become one of the foremost 
branches of the company. M. S. Grace 
is now branch manager at the Ottawa 
office. Maitland D. Johnson has been 
appointed to the Toronto agency. Mr, 
Johnson has a fine record as a personal 
producer for the Aetna Life. 


W. S. Lindsay 


W. S. Lindsay has been appointed by 
the Security Life Co. as district man- 
ager for the Ottawa, Ont., district. 


D. E. Grant 


D. E. Grant has been appointed man- 
ager of the Toronto branch of the Man- 
ufacturers Life. Mr. Grant was _ for- 
merly branch manager for the company 
at Ottawa. 











W. J. Bray 


W. J. Bray has been appointed gen- 
eral agent of the Pilot Life of Greens- 
boro, N. C., at Jackson, Tenn. He has 
had many years of experience in insur- 
ance. 


P. G. King 


P. G. King has been appointed man- 
ager for the National Fidelity Life at 
Oklahoma City, Okla., and will have 
charge of the company’s business in the 
central district of Oklahoma. 





W. E. Clifton 


W. E. Clifton has been appointed 
manager for the Jefferson Standard 
Life at Columbia, S. C. Mr. Clifton has 
been with the company for several years 
as supervisor for South Carolina and 
is now made manager of the branch of- 
fice. 


James Foster 


The George Washington Life has ap- 
pointed James Foster of Pigeon, Mich., 
as general agent in the counties of 
Huron, Bay, Saginaw, Tuscalo and Sani- 
lac, reporting direct to the home office. 


H. V. Godbold 


The H. V. Godbold agency, Rich- 
mond, Va., has been appointed general 
agent for the Pilot Life. The firm in- 
cludes, in addition to Mr. Godbold, A. E. 
McElory, vice-president and _ general 
manager; Miss A. G. Moncure, secre- 
tary; A. H. Saunders and J. W. Finch. 








Atlas Life Appointments 


Giles B. Weise of Evanston, III, has 
been appointed agency supervisor for the 
state of Illinois for the Atlas Life of 
Tulsa, Okla. He will travel out of Chi- 
cago and will have full charge of the 
development of the state. Clay Wilson 
has been appointed district manager for 
western Kansas, with headquarters at 
Wichita. William H. Hull, who has 
represented the Atlas Life at San An- 
tonio, Tex., as manager for southern 
Texas, is now located at Dallas as mat- 
ager for the northern half of the state. 


Forrest A. Roberts 


The Phoenix Mutual Life has 4?- 
pointed Forrest A. Roberts manager 0! 
the Indianapolis agency, located in the 
Meyer-Kiser Bank building. Mr. Rob- 
erts was connected with the Equitable 
of New York for several years as rep 
resentative in Kansas City. Since gomg 
to the Phoenix Mutual several months 
ago he has been at the home office # 
Hartford taking a special course in prep 
aration for his managerial duties. 


J. A. Craven 


J. A. Craven of Des Moines, lows 
manager for the Kansas City Life, 54s 
been transferred to the home office 
Kansas City and will assume his duties 
at once. 











Hugh J. Owens 


Ray H. Finger, manager of agencies 
of the Cleveland Life, has announce 
the opening of a West Side branch 10 


the Gordon Square Arcade, corner 
street, 


‘Detroit avenue and West 65th 
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pany Jan. 1. Mr. Masden’s territory 
will include eastern Kansas. Mr. Mas- 
den has been a salesman in Kansas 


City most of his business life. 


Cleveland, with Hugh J. Owens as dis- 
trict manager. Mr. Owens was for- 
merly with the Western & Southern 
and has quite a wide acquaintance. This 
is one of five or six branch offices that 
will eventually be opened to thoroughly 
cover the company’s home office city. 


F. D. Masden 


The Connecticut General Life an- 
nounces the appointment: of Frank D. 
Masden as general agent of the com- 
pany at Kansas City. The new general 
agency was established by the com- 


EASTERN STATES ACTIVITIES 





J. C. Jepson 


J. C. Jepson has been appointed gen- 
eral agent of the Minnesota Mutual at 
Oelwein, Ia. He was formerly with 
the Royal Union Life. 








Edward Price has been appointed gen- 
eral agent of the Register Life of Dav- 
enport, Ia., at Youngstown, O. 


—— 



































FIVE NEW BILLS ececeutemee epee TESTIMONIAL DINNER 


Out | J. M. Schermer Honored by Associates 
in New York Upon Elevation to 
Supervisorship 


Insurance Committee Reports 
Measures to Massachusetts Legisla- 
ture, Three Being Life 
BOSTON, MASS., Feb. 10.—The in- | The 42nd Street branch office of the 








surance committee of the Massachusetts | 


legislature reported out five bills last 
week, three of which have to do with life 
insurance. One bill would permit 
foreign life, accident and health com- 
panies to carry in their policy, with the 
approval of the commissioner, any pro- 
vision required by the law of the state, 
territory or district under which the 
company is organized, which is not con- 
trary to the laws of Massachusetts. An- 
other bill would require every company 
to file with the commissioner notice of 
amendment to charter, changes of home 
office or any other information which 
the commissioner feels should be avail- 
able at his office. One of the bills seeks 
to extend the law governing fraternal 
benefit societies to those limited fra- 
ternals formerly exempt, so that certifi- 
cates of the latter should be legally 
valid, even if issued contrary to the law, 
making the company responsible. An- 
other bill would amend the act relative 
to brokers’ fees, so that no broker 
would not be required to pay an addi- 
tional fee if he became connected with 
one or more partnerships. The other 
bill sought to extend the present law 
forbidding the negotiating of insurance 
by unlicensed agents or agents in un- 
licensed companies but that the penalty 
would apply to whoever acts or aids in 
any manner in the transaction of busi- 
ness in behalf of any such company. 





Kraft Succeeds Gregory 


Harold D. Kraft, general agent for 
the Standard Life in the Pittsburgh dis- 
trict, has been announced as the suc- 
cessor to Raymond G. Gregory, instruc- 
tor in the science of life insurance, 
School of Business Administration, Uni- 
versity of Pittsburgh. 

The insurance school, which is in its 
second year at the University of Pitts- 
burgh, has 42 students enrolled this 
year. Mr. Gregory was the first instruc- 
tor at Pitt, the class having been origin- 
ated at Carnegie Tech. four years ago. 
Mr. Gregory leaves Pittsburgh to be- 
come director of field training in the 
Hart & Eubanks agency of the Aetna 
Life in New York City. 


Cleveland Agency Honors Cleary 


The Charles C. Dibble, general 
agency of the Northwestern Mutual in 
Cleveland gave a dinner last week in 
honor of M. J. Cleary, vice-president 
the company, who had addressed the 

eveland Life Underwriters earlier in 
the day. About 50 agents were pres- 
ent, including John S. Marsh, general 
agent of the northeastern Ohio agency, 
~ a number of his associates. 

In his address Mr. Cleary pointed out 
several reasons why the life insurance 
usiness should enjoy an even greater 
Prosperity in the future. “The endorse- 
— Siven insurance by the banks 
ing penout the country is an increas- 
eects. The attitude of the press 
- also increasingly friendly, and exerts 

tremendous influence for good.” 





New York Life tendered a testimonial 
dinner to J. M. Schermer, agency direc- 
tor, who has been promoted to one of 
the supervisors of Greater New York. 
All the members of the agency were 
present, and the following from the 
home office: Darwin P. Kingsley, presi- 
dent; Thomas A. Buckner, vice presi- 
dent; Walker Buckner, vice president; 
W. M. Harris, inspector of agencies; C. 
H. Langmuir, assistant superintendent 
of agencies; Grenville Howard, field ed- 
itor; Edmund T. Mimne, insurance com- 
mitteeman; Dr. Thomas W. Bickerton, 
medical director. Addresses were made 
by all of the company officials and by 
several members of the agency, and an 
engraved testimonial, signed by all of 
the agents, was presented to Mr. Scher- 
mer. 

In honor of their director’s promotion, 
the members of the agency paid for $2,- 
000,000 of new business in January, mak- 
ing it the greatest month in the history 
of the branch. 





Makes Big January Record 


The Louis Reichert agency of the 
Travelers in New York City wrote $3,- 
000,000 in January, or as much as its 
total production for its first year. The 
agency commenced business April, 1923, 
and wrote $3,000,000 the first year, in- 
creasing its production to $7,000,000 the 
second year. At the beginning of the 
current year, the agency pledged itself 
to write $1,000,000 a month, but to get 
a good start on that program, turned in 
$3,000,000 the first month. The total 
business in January, 1923, was only 
$600,000. 

This remarkable record for the “baby” 
agency was due largely to two $1,000,- 
000 lines, one written by Max J. Hancel, 
agency supervisor, and the other by 
Henry Wislon, one of the agents. And 
just to show that it could keep its 
pledge, the agency wrote $1,000,000 in 
addition to these two jumbo policies. 
The unusual growth of the agency is 
shown by the fact that in 1924 it regis- 
tered the greatest percentage increase of 
all agencies writing $3,000,000 or over. 


Would Abolish Inheritance Tax 


Senator Sweeney of Akron, O., has 
introduced a bill in the general assembly 
doing away with the inheritance tax. 


Cites Prudential’s Great “Family” 


In his address before the Prudential 
biennial business conference, Secretary 
Willard I. Hamilton said that the Pru- 
dential had about 27,500,000 policies in 
force. These policies are in force on 
about 18,000,000 men, women and chil- 
dren in the United States and Canada. 
Secretary Hamilton said that this rep- 
resents something like 3,500,000 homes 
now under the protection of the Pru- 
dential, a very substantial percentage of 
the entire population. In addition, the 
Prudential investment funds were ex- 
tended to provide living accommoda- 
tions for nearly 26,000 families. 
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Capital and Surplus 
$1,000,000.00 
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H. A. HOPF & 
COMPANY 


MANAGEMENT ENGINEERS 


~ 


Specializing in Advisory Work for 
Insurance Companies 
Organization Equipment — Standardization 
Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 























SAFE AS A GOVERNMENT BOND’ 


RE 


LIFE, HEALTH, ACCIDENT *sx° MONTHLY INCOME INSURANCE 


Siateeae LATEST POLICIES AND AGENCY CONTRACT BgtiaZ ine: 
Openings Obie, Ind., Ky., Mich., W. Va.. Tex. and Oki. Write Columbus 


at 
<0, 








Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to 
$50,000.00 with premiums payable annually, semi-annually or quarterly, 
and INDUSTRIAL Policies from $12.50 to $1,000.00 with premiums pay- 


ble weekly. 
— " JOHN G. WALKER, President 














We have opportunities for Agents in 
Arkansas, Illinois, lowa and 
Minnesota 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 
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How Much Is it Worth 
To be Certain of Success? 


Rather than follow the path of 
least resistance, why not take 
the trouble to make absolutely 
sure that the policy you are of- 
fering your prospect is really 
“second to none”? 









In our contract life and accident 

insurance are “united” in one 

policy. Worth consideration. 
Worth investigation. 




















Especially attractive agency oppor- 
tunities in Ohio at the present time. 


UNITED LIFE 


and Accident Insurance Company 
Home Office: - Concord, N. H. 
Inquiries to EUGENE E. REED, Vice President 





The UNITED Policy 


$5,000 
Any Natural Death 

























$10,000 
Any Accidental Death 





$15,000 
Specified Accidental 
Deaths. 








$50 WEEKLY 
Accidental Benefits 








Waiver of Premium 





Also Total and 
Permanent Disability 
Income 
























Another Dividend Increase 


Another sizable dividend increase, in 1925—following a sizable 
increase in 1924. Penn Mutual “low net cost” is real!—and it 
helps the Agent. 

A life insurance prospect should take cost into account, 
while insisting on quality, just as he does in buying commodities. 
Why not? 

PENN MUTUAL low net cost is notable, and our life insur- 
ance service is in the first rank ef quality. j 

In addition to the dividend increase we have further liberal- 
ized, and simplified, an already splendid contract—a highly intel- 
ligible document for Policyholders. 

We welcome men and w of ideals, 
scientious industry. 


| The Penn Mutual 


Life Insurancc Company 
Philadelphia, Pa. 


Organized 1847 


ability, and con- 




















ThejCorrect View-Point 


Home Office officials of this progressive mutual Life Insurance 
Company have the agent’s view-point. That is why our 
Agency Managers can quickly build a large organization of 
producing agents. Our liberal Agency Manager’s contract 
produces a satisfactory income from the start. 

We have an agency opening in ALLENTOWN, PA. 
are interested write in confidence. 


Address L-88—The National Underwriter 


If you 


















A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson's ‘Easy Lessons in Life Insurance.”’ 1.59, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. ¢ 



































IN THE MISSISSIPPI VALLEY 
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MANY CHANGES ARE PROPOSED 





Revision of the Insurance Code Sug- 
gested in Bill in Wisconsin 
Legislature 


MADISON, WIS., Feb. 12.—In the 
bill providing for a revsion of the insur- 
ance code introduced in the legislature 
a number of changes are proposed in 
Chapter 203 which relates to life insur- 
ance. The remarkable growth of this 
branch of insurance, with its attendant 
necessary changes and new develop- 
ments, made some new matter desirable, 
and while none of it is radical, it is 
maintained that all are necessary for the 
proper dispatch of business, the welfare 
of policyholders and the administration 
and supervision by the state. One im- 
portant provision relates to the defini- 
tions of “dividend,” “refund of overpay- 
ment” and “group life insurance.” An- 
other rewrites the section relating to 
elections in mutual companies, does 
away with proxy voting and provides 
for voting by mail. Revision of the law 
relating to the annual ascertainment and 
distribution of surplus is provided, per- 
mitting the deletion of a number of sec- 
tions which have become obsolete be- 
cause of the gradual elimination of the 
so-called deferred dividend policy. Mu- 
tual companies are not permitted to 
write group insurance without a regular 
medical examination, unless such poli- 
cies are carried in a distinct and sepa- 
rate class at rates sufficient to carry the 
risk without encroachment on the funds 
of other policyholders. The proposed 
“valuation” statute permits valuation on 
the “one year preliminary term method 
modified on the 20-payment life basis.” 
New sections are suggested as to the 
reserve liability for so-called “total and 
permanent disability’ and providing 
rules and regulations governing the 
transaction of that business in the state. 





Stipulated Premium Measures 


Several measures applying to stipu- 
lated premium companies are pending 
before committees of the Missouri legis- 
lature. These bills include: A provision 
that stipulated premium companies must 
have at least $25,000 surplus paid-up, 
limiting the amount of insurance that 
stipulated premium companies may sell 
without medical examination to from 
$400 to $500; making the discriminatory 
sections of the legal reserve insurance 
laws apply to stipulated premium com- 
panies. Another bill provides that as- 
sessment companies and organizations 
must deposit not less than $5,000 with 
the insurance department for the protec- 
tion of policyholders in Missouri. 


North Dakota Insurance Bills 


Among the bills passed by the North 
Dakota senate are S. B. 98, raising 
amount insurance companies must main- 
tain on contingency reserve to 10 per- 
cent instead of 5 percent, and S. B. 99, 
which clarifies statute setting forth that 
an insurance policy should be the entire 
policy, but making reservation ‘for 
special accidental death allowance. 

A bill introduced in the senate gives 
a person the right by will to dispose of 
his life insurance. The author | says 
there is no law validating such action 
now. 





Larson Had Big Round-Up 


Over 200 were present at the annual 
banquet given by A. C. Larson, manager 
of the Wisconsin agency of the Central 
Life of Iowa, held at Madison. It was 
reported at this meeting that the agency 
has started in 1925 by breaking all Jan- 
uary records in its history by a wide 
margin. A quota of $10,000,000 has 
been set for 1925. The agency is the 
leading agency of: the Central Life 
throughout the country. 











LAW AFFECTING THE AGENTs 





Some Changes That Are Recommended 
in the New Wisconsin Insurance 


Code Just Proposed 


MADISON, WIS., Feb. 11.—A spe. 
cial chapter, No. 208, in the proposed 
Wisconsin insurance code backed by the 
insurance department, is devoted to 
agents and all laws on that subject are 
brought within its purview. A number 
of minor changes regarding certificates 
of license are suggested, but the most 
important new provision is that no |. 
cense shall be issued to a minor or non- 
resident and that only citizens of the 
United States may be licensed. Provi- 
sion also is made for the revoking of 
licenses by the commissioner for viola- 
tion or non-compliance with the insur- 
ance laws of the state. Provision js 
likewise made for licensing residents of 
states which extend similar privileges 
to residents of Wisconsin. It is pro- 
posed to make it a distinct violation of 
law for an agent to discount a note 
taken for a premium before the policy 
is issued and actually delivered. Con- 
panies are required to report to the com- 
missioner the names of agents who are 
in arrears for premium payment for % 
days. 

Commissioner Smith announces that 
there are three major features included 
in the revision bill upon which there has 
has not been complete accord. These 
features are (a) the chapter relating to 
health and accident policies; (b) the 
question of multiple coverage of fire, 
tornado and sprinkler leakage in one 
policy; and (c) certain features of the 
provisions relating to reciprocals and 
inter-insurers. 








REGIONAL MEETING WAS HELD 





Lincoln National Life Agents From 
Wisconsin, Minnesota and North 
Dakota Hold Sales Convention 





Improved business conditions in the 
northwest aided in making the sectional 
meeting of Lincoln National Life agents 
gathered from Wisconsin, Minnesota 
and North Dakota held in Minneapolis 
one of the most spirited gatherings ever 
staged by that company in that region. 
One hundred leading producers attended. 

The first day was conducted by home 
office officials with addresses by Super- 
intendent of Agencies A. L. Dern, Med- 
ical Director Dr. D. T, Thornton, Aud 
tor J. J. Klingenberger and Assistant 
a of Agencies V. J. Har 
rold. 

The field men had charge of the 
second day’s sessions and _ discussed 
practical selling problems. Subjects pre 
sented were “Who Are My Prospects 
Today,” George Kremer, North Ds 
kato; “How I Use Old Policyholders 
Month,” Col. A. Berthieume, North Da 
kota; “My Use of the Ordinary Lite 
Policy.” P. S. Hallman, North Dakota; 
“My Use of the Endowment at Age 6, 
E. M. Bennes, Minnesota; “My Use o 
the 23-Year Endowment,” W. J. Web 
ster, Wisconsin; “My Use of the Month- 
ly Income,” Fred Taylor, Wisconsi®, 
“How the New Juvenile Policy Has 
Helped Me,” H, H. Bang. 

A special session was held for ge® 
eral and district agents. John J. O’Bries. 
Wisconsin, presented the subject “Find- 
ing Your Man”; F. L. Taylor, Wisco®- 
sin, talked on “Training Your Mas, 
and B. J. Costello, Minnesota, on 
veloping Your Man.” 

In the session for soliciting agents 
Paul Brady, North Dakota; D. J. Strand. 
Minnesota; L. J. Leedom, Minnesot 
B. J. Schaefer, North Dakota, and D. J. 
Oliver, Minnesota, told about “My Best 
Approach This Year”; Baxton Calhou® 
Wisconsin, and J. D. Westra, Wiscor 
sin, discussed “Team Work” and W. J: 
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Story of the INTER-SOUTHERN LIFE 


A GOOD COMPANY 


This is our fifth advertisement 
on what makes a good company. 


Continuity of employment and sufficient remunera- 
tion to meet the need and requirements of representa- 
tives and associates, depend upon many considera- 
tions. It is quite necessary that both the company 
and the representative create a reasonable degree of 
local popularity in each community, by doing the 
things they — to do. Much also depends upon 
the general ability, energy and integrity of both the 
company and the representatives. Then it requires a 
period of years—and this is where age is essential— 
for using this energy, ability and integrity in render- 
ing a broad, liberal and essential service to others. 
It also requires a high degree of personal responsibil- 


ity on behalf of the representatives and the executive 
family in order to build a conception and practice of 
service, and supplement it day by day. 


This company has nineteen years of honorable 
dealing to its credit. In many imstances it has gone 
far afield to render service, and do and perform all 
of the things that its representatives and its policy- 
holders have a right to expect it to do. It has prob- 
ably been one of the pioneers in effecting just that 
kind of a representative organization that makes each 
unit function as effectively as if the entire organiza- 
tion were at the point of contact. 


STATEMENT OF PROGRESS 


z eS 
INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 


7,371,274.27 
10,464,497.66 
11,685,843.98 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


Nineteenth Year JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 
IS A GOOD COMPANY | 


10,391,747.71 
11,497,586.61 
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wer your Premiums into 
local channels-—-A dollar 
collected for the Farmers and 
Bankers Life means a dollar 
more in local deposits and a 
dollar more to invest in the 
territory we serve. 

























































































Our deposits and investments 
are made where we get our 
business. 
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All the selling points are in 
your favor. 
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Write for Information 











H. K. Lindsley 
PRESIDENT 
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WICHITA, KANSAS 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 


Natigegonalwe 
(Gardian jif 


Home Office, Madison, Wis. 
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Freemont, Minnesota, led the series of 
talks on “Reducing Lapsation.” 

“Three Minute Men,” agents who sold, 
delivered and paid for $100,000 of busi- 
ness in the last four months of 1924, 
were presented with suitable emblems. 
The agents so honored were Col. A. 
Berthieume, North Dakota; E. M. Ben- 
nes, Minnesota, and W. J. Webster, 
Wisconsin Gold buttons were given 
the other agents who qualified for the 
annual production clubs of the company 
by Superintendent of Agencies A. 
Dern who acted as toastmaster. 

“The Value of Good Cheer in the 
Life Insurance Business” was the sub- 
ject of the banquet address delivered 
by Rev. Roy L. Smith, pastor of the 
Simpson M. E. church, Minneapolis. 
Other talks were made by T. D. Hughes 
and W. W. Scott, managers of the 
“Northwest Agency” covering Wiscon- 
sin, Minnesota and North Dakota. 

Vice-President and Manager of Agen- 
cies W. T. Shepard presided over the 
open forum when questions relating to 
any phase of the life insurance business 
or Lincoln National Life policies were 
presented by the agents. 





Child Insurance Bill Held Up 


The Nebraska senate has refused to 
consent to the changes made in the 
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159 Millions Plus 


That is the amount Union Central Life Insurance Agents 
settled in 1924—the 57th year of our Company’s service. 


Here are some of the reasons: 


A reputation for low net cost and service. 
A wide-awake organization of agents. 
A coaching staff of wide-awake Managers. 


Close cooperation between the Home Office and 


agents in the field. 


An agent from New York writes: 


“If we do our part we can certainly count on 


the Home Office to back us up.” 


Ask the Union Central agent about his Company. 
He will agree with his fellow agent from New York. 


The Union Central Life Insurance Company 
Cincinnati, Ohio 



































Densmore child insurance law ‘by the 
house. As originally introduced it 
raised the amounts from the present 
permitted level of policies up to the age 
of 15. The house amended it so as to 
permit policies for any amounts to be 
written that the parent or guardian or 
person responsible for the support of 
the child might care to pay for. The 
senate committee believed this opened 
the doors to hazards that ought not to 
be permitted, and restored the bill as 
before, making the maximum amount for 
between 10 and 11 years $500 with a 
$100 step-up for each year until 15 is 
reached. 





Central Life’s Iowa Meeting 


The agents of the Central Life oj 
Des Moines concluded a two-day session 
Saturday with an attendance of 150, 
Prof. L. E, Hoffman of Drake Univer. 
sity spoke on the “Psychology of Sales- 
manship,” A. C. Larson, state manager 
for Wisconsin, gave an _ inspirational 
address. Others on the program were 
O. C. Miller, president of the company 
and Dr. T. C. Denny, secretary. G. M. 
Buck, superintendent of agents for Iowa, 
and R. C. Campbell, manager of the 
service department, also made brief 
talks. Royal H. Holbrook of Cedar 
Rapids gave his famous lecture on Iowa 
Friday evening at the banquet, and the 
“Tall Corn” agency of Des Moines gave 
a play, “The Heart of the Estate,” that 
was thoroughly appreciated. 





New Fraternal Licensed 


The National Fraternal Alliance of 
Postal Employes of Chicago, III. was 
licensed Feb. 3, under the fraternal act 
of 1893. Walter M. Farmer handled the 
organization of this society. The cor- 
porators are: Joshiah H. Jones, Ed- 
mund R. Drakeford, Robert E. Harri- 
son, George S. Witherspoon, Alfred T. 
Waller, C. F. Roberts, J. W. Asey, Wil- 
liam T. Hensley, James.F. Mitchell, E. 
C. Hickman, John F. Pritchard, Wordie 
Murrell. The organization is located 
at 184 W. Washington street in Chicago 


Consolidation Held Up 


The attorney general of Kansas has 
held up the consolidation of the Unio» 
National and the Federal Reserve Life, 
both of Kansas City, Kan. The attor- 
ney general ruled that there is no pro- 
vision in the Kansas laws which permits 
the consolidation of insurance com- 
panies by any action of the officers or 
stockholders... There may be mergers 
by a reinsurance plan but this can only 
be accomplished with the approval ol 
the policyholders. No action has been 
taken relative to legal action against 
the two companies until the attorneys 
have an opportunity to submit some 
plan to the attorney general whereby 
the legal difficulties may be obviated. 


Would Require Legal Reserve 


Two bills have been introduced and 
a third is now being drawn up for pre- 
sentation to the Oklahoma legislature, 
seeking to put assessment insurance On 
a legal reserve basis. There are 
insurance and aid associations in the 
state and they do not maintain a fe 
serve in advance of claims, depending 
upon assessments levied. ‘The bills 
would create a legal basis for these 
associations. The insurance commis 
sioner did not approve the two bills 
presented, so that the third is now be 
ing drawn up* to conform with his sug- 
gestion. 





Opens Actuarial Office 


H. C. Marvin, employed for several 
years past by the Frank J. Haight com 
sulting actuarial office at Indianapolis, 
has resigned and opened an independent 
actuarial office in Indianapolis. Mr 
Marvin is a fellow in the American In- 
stitute of Actuaries, a graduate of Mich- 
igan University and served as actuary 
for the Bankers Life of Lincoln, Neb. 
and the Commonwealth of Omaha. Mrs. 
Marvin, who was also connected wit 
the Frank J. Haight office, will assist 
her husband. They have offices m the 
Crescent Life building. 
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SEEK ROBERTSON LAW REPEAL 


Sentiment Against Restrictive Invest- 
ment Measure Grows Among Its 
Former Advocates 


AUSTIN, TEX., Feb. 10.—The first 
of a series of hearings to consider the 
pill introduced last week by Senator 
Wirtz providing for repeal of the com- 
pulsory investment feature of the Rob- 
ertson law governing life insurance com- 
panies was held by the senate commit- 
tee on insurance tonight. The hear- 
ings are public and are expected to con- 
sume several days. They will have 
the largest attendance of any com- 
mittee meetings of the session as the 
bill which it has under consideration has 
attracted more attention by far than 
any other measure which has been in- 
troduced at this session of the legisla- 
ture. 

Strong opposition against the bill has 
been organized and a flood of state- 
ments urging defeat of the measure was 
put out soon after its introduction. 
These statements include one by Judge 
Ed. A. Berry, of Houston, chairman of 
the Texas state Democratic executive 
committee and close friend of Governor 
Miriam A. Ferguson and her husband, 
former Governor James E, Ferguson. 

“The principle of the Robertson law 
has become the fixed policy of the Dem- 
ocratic party in this state.” Berry said 
in his statement. “It was endorsed by 
Governors Culberson and Campbell and 
by three legislatures of Texas. The 
34th legislature refused to repeal it. 
The question of its repeal was submitted 
to the vote of the people in 1918. The 
people voted overwhelmingly in favor 
of its retention without amendment or 
modification whatever.” 

Passage of the Wirtz bill is advo- 
cated by Sam M. Braswell, past presi- 
dent of the Texas Press Association and 
former president of the Panhandle- 
Plains Chamber of Commerce. It is 
also advocated by the Dallas Real Es- 
tate Board, which forwarded a resolu- 
tion pointing to the burden placed on 
Texas borrowers through the resulting 
higher interest rates. 


REPEAL SENTIMENT GROWING 

DALLAS, TEX., Feb. 10.—Sentiment 
for the repeal of the Robertson compul- 
sory investment law in Texas appears 
to be growing, with increased backing 
on the part of some who originally 
favored the enactment of such a law. 
John H. Kirby, one of the champions of 
the bill in 1907 and a director of Texas 
insurance companies, is now espousing 
the cause of the repeal measures, which 
have been introduced in the Texas legis- 
lature. O. S. Carlton, for many years 
president of the Great Southern Life of 
Dallas, was a leader in the fight for the 
retention of the law in 1915, but is now 
in alignment, with those advocating its 
repeal. Temple Harris McGregor, a 
member of the senate from Travis 
county when the appeal was sought in 
1915, was then one of the most out- 
spoken in opposition to the repeal. Mr. 
McGregor, however, has now joined 
forces with those seeking the repeal. 
Chere is still considerable opposition, 
however, among the Texas company of- 
heials, as indicated by a statement issued 
last week by E. P. Greenwood, presi- 
aent of the Great Southern Life of Dal- 
las. Mr, Greenwood stated that the 
Robertson law is not a handicap to any 
company of another state, but only re- 
quires the investment of 75 percent of 
the actual reserve in Texas investments. 


Great Southern Roundup 
The a 


nnual roundup of the agents of 


the Great Southern Life will be held 
The exact dates 
announced. The agents 
Seawall City for a couple 
The last day of the three days 


m Galveston in June. 
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NO TEXAS “U” LIFE SCHOOL 





Conference Attended by Dr. S. S. Hueb- 
ner and Life Underwriters Com- 
mittee Proves Futile 


First efforts to locate a school of life 
insurance at the University of Texas 
have failed. Dr. S. S. Huebner, head of 
the insurance department of the Whar- 
ton School of Commerce and Finance 
of Pennsylvania University, with Or- 
ville Thorp of Dallas, representing the 
North Texas Life Underwriters Asso- 
ciation; O. D. Douglas of San Antonio 
association and Guy MacLaughlin of the 
Houston association, met with Dean 
Bell of the University of Texas school 
of business administration and Presi- 
dent Splawn of the university. 

The limited budget of the university 
and the legal limitation against collect- 
ing tuition from students were the great- 
est difficulties confronting the plan. Both 
Dean Bell and President Splawn freely 
agreed that there was need for the 
course but the financial situation seems 
to be the present problem. A proposal 
was made that is to be considered by 
the life underwriters. 

“It isn’t generally known, perhaps, 
that every man who pays a life insur- 
ance premium in Texas contributed $2 
of each $100 to the state in the shape of 


a gross premium tax, which sum 
amounts to $2,000,000 a year, I am 
told,” said Guy MacLaughlin of the 


committee, “and we rather feel that the 
interests of Texas premium payers and 
policyholders indicate the need of edu- 
cation regarding the uses of life insur- 
ance and something of the different pol- 
icy forms as a fundamental of a 
business training.” 

SOUTHERN 


NEW COMPANY 


Pioneer Life of Greenville, S. C., Is 
Formed—T. O. Lawton at 
Head 





Organization of the Pioneer Life of 


Greenville, S. C., has virtually been 
completed. The insurance man behind 
the company is T, Lawton. The 


company will have a gtaranty capital 
stock of $100,000 and surplus of $50,- 
000. For the present the company will 
confine its activities to South Carolina. 
Mr. Lawton will be actively associated 
in the company and will for the time 
being at least, head the agency depart- 
ment. His insurance experience is 
spread over a period of 15 years. He 
will have a number of experienced in- 
surance men in the home office. The 
company will operate on an old line legal 
reserve basis using the American expe- 
rience table 3% percent with the IIli- 
nois standard modified term method of 
valuation. Officers and directors of the 
company have applied for insurance 
that will reach well over the $100,000 
mark. All policies will be issued on the 
participating plan and provisions have 
been made for the retirement of the 
stock. 








Have Agency Sales School 


Elmer S. Albritton and Robert M. 
White, managers at Dallas, Tex., for 
the Jefferson Standard Life, are con- 
ducting a school of life insurance sales- 
manship which opened Feb. 3 and will 
continue until March 26, with sessions 
twice a week. There are 28 prospective 
agents enrolled and Mr. Albritton ex- 
pects to add materially to his agency 
force as a result of this school. 


Davis Leads Pilot Life 


T. D. Davis, general agent of the Pi- 
lot Life of Greensboro, N. C., at Hat- 
tiesburg, Miss., led the field of pro- 
ducers during January with $268,500. 


examined business over January, 1924. 
The paid-for business last year showed 
a 25 percent increase over the year pre- 
vious. 


Home Beneficial Promotions 


W. E. Wiltshire has been promoted 
from second assistant secretary of the 
Home Beneficial of Richmond to first 
assistant, succeeding Walter T. Allen, 
who died recently. In this capacity he 
will practically discharge the duties of 
secretary, as W. S. Morton, the secre- 
tary, has been incapacitated by illness 
for several years. R. H. Watkins, a son 
of President R. D. Watkins, has been 
made second assistant secretary suc- 
ceeding Mr. Wiltshire. He has been 
with the company for several years in 
a clerical capacity. 





American National Contest 


The Houston personnel of the Amer- 
ican National, numbering 52 persons, at- 
tended a banquet given in honor of A. 
G. Palmie, division supervisor. An- 
nouncement of the termingtion of a na- 
tional drive wherein the objective of 
$25,000,000 was exceeded by more than 
$2,000,000 was made by Mr. Palmie. 

This puts the American National, it is 
said, in the lead in Texas companies. 

A new development of the contest 
was a challenge made by Houston rep- 
resentatives to lead Fort Worth and 
San Antonio in policies written. An 
unusual feature of this contest is that 
three brothers are in charge of the re- 
spective offices. T. K. Flack is superin- 
tendent of the Houston office; P. Flack 
in charge at Fort Worth and J. A. 
Flack is stationed at San Antonio. 


House Bill 130 in the Oklahoma legis- 
lature, referred to the house committee, 
was reported back by that body, with 
the recommendation that it be adopted. 


The bill provides for the elimination of’ 


medical examination in cases of group 





insurance, involving 50 or more em- 


ployes. 


Would Favor Oklahoma Companies 


A bill has been introduced in the Okla- 
homa legislature providing for the elim- 
ination of taxation on reserves in insur- 
ance companies with home offices in 
Oklahoma. The principal companies that 
would be affected by this legislation 
would be the Mid-Continent Life, Atlas 
Life and Retailers’ Fire. The bill was 
referred to the insurance committee and 
reported back favorably. 


Reciprocity Bills in Texas 


Bills proposing a reciprocity insurance 
law have been introduced in both 
branches of the Texas legislature. It is 
the same measure which was passed by 
the 38th legislature, but which fell under 
the governor’s veto, 

The bill would impose on foreign com- 
panies and their agents such require- 
ments, conditions and the payments of 
such sums of money, whether as taxes, 
license fees, fines, penalities or deposits 
of securities as may be required by the 
home state of the companies in excess 
of those imposed by Texas. The com- 
missioner of insurance would be em- 
powered to refuse or cancel permits of 
foreign companies where permits of 
Texas companies would be refused or 
cancelled in such foreign state or terri- 
tory. 





McHenry With National Fidelity 


Thomas R. McHenry has been ap- 
pointed field supervisor for the National 
Fidelity Life of Kansas City and will de- 
vote most of his time for the next few 
months working with the field men in 
the southwestern field. 





When all is said and done the Little 
Gem Life Chart is the most compiete and 
satisfactory vest pocket book issued, 
showing policies, premiums, values, divi- 
dends, net costs and finaricial statements 
of the larger life companies. It will be 
out April ist. If not already ordered, 
write at once, enclosing $2, The Na- 
tional Underwrtter Co., Cincinnati, Ohio. 











re will be spent in Houston. 


January showed 81 percent increase in 








tna Life Insurance Company 


CHICAGO AGENCY 


New Paid Life Insurance 
(Exclusive of Group) 


Average per Month 1924 . . . $1,003,467 
Month of January 1925. .... 


Increased limits on single life—broadened policy pro- 
visions and liberal contracts to Agents and Brokers 
have helped make this wonderful growth possible. 


S. T. WHATLEY, Manager 
Suite 2043 Illinois Merchants Bank Bldg. 
230 South Clark Street 
CHICAGO 


2,048,129 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 
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LIFE INSURANCE COMPANY 
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MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview in’ 


poste—people who have written the Ficad 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








HOME LIFE INSURANCE co 
ETHELBERT 1DE LOW, President 
The 64th Annual Report shows: 


a So 3 7,406,008 
‘ayments 
and Beneficiaries 
Bris Gn _ 
Be ccceccccccce 
in nescccecess S,G00,009 


Increase Assets 
Actual Mortality 56% of the 


amount 
rance in Force........... 24,3732 


FOR AGENCY APPLY TO 
WwW. A. R. BRUEHL & SONS 
Managers 

















CITES GROWING TAX BURDEN 
Madden in San Francisco Address Tells 
of Increasing Total of State 
Levies 





SAN FRANCISCO, CAL., Feb. 10.— 
Speaking before the annual meeting of 
the Fire Underwriters Association of 
the Pacific here last week, James L. 
Madden, manager of the insurance de- 
partment of the United States Chamber 
of Commerce, pointed out the benefits 
derived from close cooperation of in- 
surance men and their local chambers of 
commerce. Mr. Madden told of the three 
chief activities of his organization, edu- 
cational, legislative and conservation, 
and urged greater effort by underwriters 
in this connection. 

Referring to the question of taxes 
and their burden on insurance com- 
panies, Mr. Madden said: 

“Special state taxes now levied on 
policyholders through insurance com- 
panies should not be considered as a 
source of general revenue but should be 
reduced to the total in each state which 
will adequately support such state’s de- 
partmental supervision, and a uniform 
principle of taxing the holders of insur- 
ance should be adopted throughout the 
states. We are continuing our interest 
in special insurance taxes. A survey of 
1923 special taxes, licenses and fees has 
just been completed. This covers prac- 
tically all of the states. It indicates the 
policyholders during that year contrib- 
uted $59,248,527.35 which is about $7,- 
000,000 more through the various forms 
of state taxation than during the pre- 
ceding year, whereas only 3.89 percent 
of the total taxes hidden in their premi- 
ums was spent in insurance depart- 
mental service. The amount of these 
taxes is higher than ever while the ratio 
spent for policyholders’ service is lower. 

“From time to time increased or 
special forms of taxation are proposed. 
The policyholders do not know they are 
paying these taxes. If the average 
chamber of commerce had a balanced 
insurance committee for presenting 
these facts in an impartial way, the in- 
fluence of collective action by policy- 
holders would be felt in many cases by 
legislatures which are proposing such 
painless’ measures for increasing the 
state revenue.” 





Get Results From Pamphlets 


Life insurance day in thrift week was 
stressed by the Spokane Association of 
Life Underwriters both in personal in- 
terviews and also in the distribution of 
a pamphlet put out by the association 
for that express purpose, stressing the 
monthly income idea. 

These pamphlets, 2000 of them, were 
placed at the plates at the Chamber of 
Commerce, Rotary, Lions, Kiwanis and 
Hoo Hoo club luncheons. It was ladies 
day at both the Lions and Kiwanis clubs 
and just to show that the pamphlets 
bore fruit, the next morning a member 
of one of these clubs dropped in at the 
office of a life insurance friend of his 
with the statement, “My wife and I took 
one of these pamphlets home and last 
night we figured out that I should have 
$10,000 more life insurance to give her 
an assured income of $125 a month 
which is what she would need in case of 
my death.” In 15 minutes, he had com- 
pleted an application for a $10,000 or- 
dinary life policy, paid the premium and 
was on his way to the doctor.. 


A vest pocket book can’t show every 
thing, but in addition to the ordinary 
life, 20-pay and 20-year endowments, the 
Little Gem Life Chart gives 10 years of 
dividends and net costs on 10 and 15 pay 
life and 10 and 15 year endowments, a 
little feature not shown in other books 
much appreciated by the Little Gem’s 
30,000 users. Order your 1925 copy now, 
from The National Underwriter Co. 





OPPOSE POLICE PENSION BILL 





Colorado Measure Would Use All Life 
Insurance Premium Tax for That 
Purpose 
DENVER, COLO., Feb. 10.—Local 
life underwriters are working actively 
against the proposed policemen’s pen- 
sion bill now up before the Colorado 
legislature. This bill, its proponents 
declare, is patterned after the present 
state firemen’s pension law, funds for 
which pensions are drawn from license 
fees paid bv fire companies in the state. 
The argument is that policemen protect 
life while firemen protect property. Life 
underwriters declare the argument in it- 

self an absurdity. 

If the bill becomes a law, the entire 
2 percent tax on life insurance policies 
written in Colorado will be put into a 
police pension fund. This pension, the 
underwriters point out, will go to the 
police of Denver, Colorado Springs, 
Pueblo and a few other cities in the 
state having organized police forces, 
Sheriffs, town marshals, and other of- 
ficials doing police duty throughout the 
state will not benefit in any way. The 
measure thus becomes, in their opinion, 
partial, class legislation. They declare 
also that such a law would place an 
unfair burden on the taxpayer who takes 
out insurance, while the uninsured man 
goes free. Such action, it is argued, is 
penalizing good citizenship—taxing an 
individual for protecting his family from 
the possibility of becoming burdens upon 
the very state that proposes to make 
the tax. 

Since life instfrance taxes are declared 
to be second only to inheritance taxes 
in the bulk of revenue they furnish the 
state, underwriters declare that taking 
the present 2 percent tax away from 
the state for use as pensions foreshad- 
ows:an ultimate increase in insurance 
taxes. 





CONGRESS HELD AT SAN DIEGO 





Los Angeles Men Reinstate Local Or- 
ganization With An Excellent 
Program 





A party composed of about 20 mem- 
bers of the Life Underwriters’ Asso- 
ciation of Los Angeles, headed by H. G. 
Everett, treasurer, and John H. Russell, 
vice president of the National Associa- 
tion, motored to San Diego Saturday, 
Jan. 31, to assist the local association 
of that city in holding a sales-congress 
in the afternoon, followed by a dinner- 
meeting in the evening. 

C. F. Atkinson, of the Northwestern 
Mutual, presided, and the program in- 
cluded sales-talks and addresses by a 
number of the most prominent life sales- 
men in the West. Roy Ray Roberts, 
of the Mutual Benefit, gave his chart 
talk, complete analysis and sales-dem- 
onstrations; F. W. Heron, Pacific Coast 
supervisor of the Fidelity Mutual, de- 
livered a helpful and inspiring address 
on life income insurance, and Matthew 
Walker, of the Northwestern National, 
spoke on “Helpful Suggestions for the 
Average Agent.” 

A brief talk was also made by Herbert 
House, of the Lincoln National, whose 
subject was “Reducing Lapsation,” and 
his remarks showed careful and compre- 
hensive study of the problem and its 
solution. Other speakers included Sam 
McCurdy, of the New York Life, on 
“Meeting the Assessment Twister.” F. 
W. Gale, assistant State Manager of 
the Lincoln National, on “Keeping in 
Tune;” George Hodel, of the Equitable 
of N. Y., on “Meeting Objections;” J. 
H. Russell, vice president of the Na- 
tional Association, on “The Advantages 
of Association Membership;” and Pedro 
Gatell, of the Pacific Mutual, who ex- 


plained the methods which he had found 
helpful in the sale of insurance. 
Following Mr. Heron’s address, James 
L. Collins, vice president of the New 
World Life, entered the meeting and 
was called upon for a few remarks, to 
which he responded briefly. The ob. 
ject of the congress was the revival of 
interest in the local association and the 
stimulation of its growth. That it was 
successful is indicated by the fact that 
approximately 15 applications for mem. 
bership were obtained during the meet. 


ing. 





West Coast Life Figures 


The West Coast Life produced $24. 
151,665 new business last year, exceed. 
ing the quota that it fixed by $1,651,665, 
Its new business the year previous was 
$19,794,267, showing an increase of 2 
percent. 

The company commenced 1924 with 
$64,667,311 of business in force and 
closed with $77,058,168, an increase of 
$12,390,857 or 19 percent. The assets 
are now $10,649,568.31, showing an in- 
crease for the year of $1,781,861.92. The 
unassigned surplus amounted to $608- 
336, showing an increase over the 
amount at the end of the previous year 
of $287,657. The surplus to policyhold- 
ers amounted to $1,512,113, showing an 
increase of $580,376. 





New York Life Denver Meeting 


“The Colorado branch of the New 
York Life, which includes six counties 
in Wyoming, led the other branch offices 
of that company throughout the nation 
in excess business paid over allotment 
and was second in new organization, 
paid for business and over-allotment,” 
B. A. Notzon, agency director of this 
branch, told the 150 agents who at- 
tended the annual branch conference in 
Denver. 

Richard Oliver of St. Louis, inspec- 
tor of agencies and head of the com- 
pany’s southwest department, was pres- 
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ent and addressed the meeting. He was 
director of the Denver office from 1914 
to 1920. 





Expect Big Denver Congress 


Record attendance at the sales con- 
gress of the Colorado Life Underwrit- 
ers association at Denver Feb, 20, is 
assured by the fact that Hugh D. Hart, 
the man who turned down the gover- 
norship of Arkansas to stay in the in- 
surance game, is one of the principal 
speakers at the conference. 

Mr. Hart, who since last September 
has been a member of the firm of Hart 
& Eubank, general agents for the Aetna 
Life in New York City, will speak four 
times before the sales congress. In the 
morning session, he will talk on “Our 


Problem and How to Meet It.” The 
problem is that of the uninsured Amer- 
ican. Mr. Hart, it is said, declared 
that the average American is woefully 
uninsured. In the afternoon he will talk 
on “Big and Little Producers,” and 
later, at a special gathering of general 
agents, he will speak on agency build- 
ing. His evening address will be on 
“Life Insurance and _  Patriotism”—a 
Washington’s Birthday topic, bringing 
out the fact that the first duty of the 
patriot is to protect his home and those 
dependent upon him. 

Mr. Hart will remain in Denver for 
the annual meeting of the Aetna agency 





there, it is announced by J. Stanley 
Edwards, agency manager. He will 
make three addresses before this con- 
ference. 








NEWS OF LOCAL ASSOCIATIONS 











not only in Richmond but elsewhere. | 


He had talked with presidents of two 
big life companies on the subject and 
they had conceded that there should be 
concerted action to eliminate the evil. 
In his opinion, the bureaus which com- 
panies maintain to protect themselves 
against bad risks might extend their 
service and help eliminate long/term 
credit. 
George F. King Speaks 

George T. King, agent for the Atlan- 

tic Life, took the novel view that ex- 


Florida for his health, and from John B. 
Cary, of Diggs and Cary, general agents 


|for the Penn Mutual, who is in Ashe- 
| ville for his health, were to the effect 


|}expect to 


that both are getting along nicely and 
be back in Richmond some 
time in April. 

In connection with the regular pro- 
gram of the meeting, A. O. Swink de- 
tailed some of the methods employed by 
his agency. He said that the agency 


| had been paying for $10,000,000 on an 
|average for the past several years and 


tension of credit through notes over a | 


long period was not such a bad thing 
after all, for it compelled the agent to 
make calls from time to time on the 
note maker and thus made it possible to 
know him much better than if settlement 
were made in cash or if the notes were 
paid quickly. 

It was announced that reports from 
President J. E. Woodward, who is in 


| 


| for 


expected to pay for $15,000,000 this year, 
that amount having been set as the goal 
1925. Among the other speakers 


| were W. H. Dallas, superintendent of 


agents for the Atlantic, and Dr. Frank 
P. Righter, medical director. 
x * * 
Omaha, Neb.—Two hundred and fifty 
insurance men attended the joint dinner 
of the Omaha association and the Insur- 





NEW YORK ASSOCIATION MEETS 


Valuable Talks Given by Life Insur- 
ance Notables—375 Attend 
the Meeting 


About three hundred seventy-five at- | 


tended the monthly meeting of the New 
York Life Underwriters Association 
Tuesday evening. James A. Whitmore 
was the first speaker. His talk was of 
an inspirational character with emphasis 
upon the high moral tone of the life 
insurance business which he character- 
ized as the greatest and most morally 


right business in the world. Mr. Whit- | 


more is a well known speaker and his 
address was a sales talk of the most 
inspiring type. Dr. Gerstenberg, who 
is connected with the Prentice Hall or- 
ganization gave a most valuable talk 
on income and inheritance taxes pre- 
senting many useful and practical ideas. 
He made a clear distinction between the 
two, the first is a tax on income and 
is quite permissible but he said that the 
inheritance tax is a capital tax the tak- 
ing of a slice of the ‘capital which he 
declared is not justifiable. One of the 
interesting features of the evening was 
an address by Julius Jonas the blind 
agent of the New York Life, who is 
known throughout the country for his 
production record in spite of handicaps 
and especially for his great work in 
educating other blind people to become 
life _Insurance salesmen. Julian S. 
Myrick read a eulogy on the late Charles 
Jerome Edwards, manager of the greater 
New York agencies of the Equitable 
life. A resolution expressing apprecia- 
tion of Mr. Edwards was presented by 
Lawrence Priddy and unanimously 
adopted. 
* * * 


_ Cleveland, O.—M. J. Cleary, vice-presi- 
ident of the Northwestern Mutual, ad- 
dressed the February meeting of the 
Cleveland association. More than 250 
members and guests were present. 
P Speaking on “Things That Will Affect 
yur Business This Year,” Mr. Cleary 
Stated that he felt optimistic of the com- 
ing year’s business. The improved agri- 
cultural situation is being reflected in a 
Steady revival of industrial activity 
throughout the country. More people are 
employed and that means increased buy- 
ing power of life insurance. 
ny Cleary also expressed an opinion 
— the last national election gave busi- 
a a feeling of stability and confidence 
be a policy of national economy will 
© continued. “Business is now able to 
— its plans over a period of years. 
i we to capitalize this situ- 
— a 4ife insurance was never sold 
on e counter to any considerable ex- 
ae it never will be. The need of 
— Service will always continue.” 
dation H. York, president of the asso- 
yp that the death of 
. Py viso-prenitant of the Pru- 
‘ fas a keen disappointment, as 
~ — to have been the closing speaker 
ee Sales congress March 7. Seven 
members were admitted. 





on Little Gem Life Chart has gone 

when a cireulation of 5,000 copies 

+ ll ge over by the present pub- 

> copies in 1925. There's 
Have you ordered yours? 


| RICHMOND DISCUSSES CREDITS 


| Bad Habits of Collections Lead to Diffi- 
| culties—King Finds Advantage 
in Note Settlement 





Paying insurance notes in Richmond 
| is like paying the tailor’s bill, Calvin 
Satterfield, Jr.. agent for the Penn Mu- 
tual, declared at the February luncheon 
of the Richmond Association. People 
pay them, he said, when they don’t have 
to pay for anything else. He brought 
up the question toward the close of the 
| meeting which was featured by a pro- 
gram put on the A. O. Swink agency of 
the Atlantic Life. He ventured the 
statement that the insuring public of 
Richmond is slower on the trigger when 
it comes to settling for notes for life 
premiums than in any other part of the 
country. They have been spoiled he 
declared, with much feeling and empha- 
sis, and the life insurance fraternity is 
largely responsible for permitting the 
situation to get as bad as it is. He 
asked that some step be taken to 
| remedy the situation, and the upshot of 
it was that the matter was referred to 
the executive committee, of which John 
C. Goode, general agent for the State 
Mutual of Worcester, is chairman. 





Swink’s View 


During discussion precipitated by Mr. 
Satterfield’s remarks, A. O. Swink sug- 


cash instead of for notes there would be 
no ground for complaint. He did not 


painted by the Penn Mutual man. He 
makes a practice to get the cash when- 
ever it is possible. As a result of this 
practice, there has been an increase of 
from 35 to 40 percent in cash settle- 
ments in his agency within the past year 
or two. /, Keen, manager for the 
Travelers, agreed with Satterfield that 
the note situation was a serious one. In 
fact, he regarded it as little short of a 
menace to the life insurance business, 





gested that if insurance were sold for | 


think the situation so serious as it was 
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Chicago general agency. 
$2,..10,000. [ 
it is able to render its agents. 
that will mean something. 


Chicago General Agent 


| One of the most progressive, resourceful and popular life insurance 
companies operating in the central west is in a position to offer a 
man who is willing to build, a very remunerative contract for the 
This company writes life, accident and 
health insurance and now has an income in the neighborhood of 
This company prides itself particularly on the service that I} 
It is prepared to go at Chicago in a 
thoroughly businesslike way, and assist in building a general agency 
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Incorporated 1844 


STATE MUTUAL LIFE INSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


The State Mutual, guided by the principles of true mutuality, has, in accordance with its usual pro- 
cedure, extended to old policyholders the benefits of new and liberal policy features recently adopted. 
This practice, and the low net cost of the Company’s contracts, (new dividend scale effective Jan. 1, 1925) 
has established a membership of policyholders who, with their beneficiaries, constantly prove of assist- 
ance to the field force by their willingness to co-operate in the extension of the Company’s service. 


STEPHEN IRELAND, Superintendent of Agencies 


D. W. CARTER, Secretary 
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ance Division of the Omaha Chamber of 
Commerce. 

Frank F. B. Martin, chairman of the 
Insurance Division introduced former 
Congressman A. W. Jeffries, who acted 
as toastmaster. 

George W. Ayars, West Coast Manager 
for the Phoenix Mutual spoke at first 
in a light and flippant mood which de- 
tracted much from the real message, 
and which h gave as the main substance 
of his talk. Mr. Ayars asked “Have you 
done a real service for humanity today?” 
and urged the conservation of every 
man to the purpose of 100 percent effi- 
ciency in service. He impressively em- 
phasized the responsibility of an insur- 
ance man in every line to see to it that 
unprotected loss is covered. 

Winslow Russell, vice-president of the 
Pohenix Mutual spoke on “Can Life In- 
surance be successfully advertised?” Mr. 
Russell outlined the national campaign 
of the Phoenix Mutual in magazines and 
periodicals, the results obtained and the 
attitude of their agents who contributed 
to the expense. His talk and manner 
conveyed a constant attitude of defense. 
He spoke o being called crazy and while 
unquestionably sold on necessity of edu- 
cating the public on life insurance, his 
audience seemed to feel Mr. Russell was 
disheartened by failure to enlist other 
companies in his program. 

In amplifying his subject and in divi- 
sions Mr. Russell gave inspiring mes- 
sages on ethical life insurance salesman- 
ship and pointed out the possibilities of 
life insurance as to volume and service 
with consequent opportunities for insur- 
ance salesmen. 

* *k * 


BIG NEW ENGLAND CONGRESS 


Notable Array of Speakers Secured for 
Annual Gathering in Boston 
‘ on Feb. 20 


BOSTON, MASS., Feb. 11—The New 
England Sales Congress to be held Feb. 
20 in Ford Hall promises to be the most 
successful congress that the Boston life 
underwriters and participating associa- 
tions of New England have ever held. 
This is assured by the imposing array 
of speakers and the program that has 





just been prepared by the executive com- 
mittee. 

Boston will be the mecca for all New 
England life underwriters on that day. 
The following speakers have been se- 
cured: Vice-President Frank H. Davis 
of the Equitable Life, who is a human 
dynamo of inspiration; Wesley E. Monk, 
insurance commissioner of Massachusetts ; 
Prof. James Elton Bragg, formerly of 
the New York University life insurance 
school, and a large personal producer 
himself, who will speak on “Program 
Insurance,” Alexander T. Maclean, as- 
sistant actuary of the Massachusetts Mu- 
tual, who will speak on “Settlement Op- 
tions,” for which he is especially quali- 
fied. Robert H. Clark of the John 
Hancock, a well known _ inspirational 
speaker, will sound the keynote of the 
congress. Charles C. Gilman will have 
charge of five brief talks by local un- 
derwriters. This period is certain to 
be full of human interest. The women 
will also be represented on the program. 

A large delegation of New England 
Women Life Underwriters will attend 
and meet together for their own lunch- 
eon. 

The participating life underwriters 
associations are Maine, New Bedford, 
Lowell, Fall River, Providence, R. L., 
Vermont, Worcester, New Hampshire, 
Springfield, Mass., Hartford, Conn. 

*x* * * 

Houston, Tex.—William A. Searle, as- 
sistant to the president of the National 
Association of Life Underwriters, was a 
Houston visitor last week. He is mak- 
ing a tour of the United States, calling 
on 157 organizations, all members of the 
national body, and studying the needs 
of each local association. 

x * * 

New England Women’s— The annual 
meeting of the New England Women’s 
association held in Boston the past week 
was devoted entirely to business. Mrs. 
A. M. F. Sherman, the retiring president, 
was in charge of the meeting. The fol- 
lowing officers were elected: President, 
Miss Mary Edwina Warren, Massachu- 
setts Mutual Life; first vice-president, 
Miss Anna 8. Sturgis, Mutual Life of 
New York; second vice-president, Mrs. 








Susan P. Barker, Prudential; secretary, 
Miss Letitia Mason, Aetna Life; treas- 
urer, Miss Jane Stimson, John Hancock 
Life; executive committee, Mrs. M. M. 
Newell, Mutual Life of New York; Mrs. 
Grace C. Lathrop, Equitable Life; Miss 
Marion Scott, Penn Mutual Life; Miss 
Lilla G. Taylor, Aetna Life, and Mrs. Amy 
Hubbard Abbott, John Hancock Life. 
*x* * * 


Lincoln, Neb.—John H. Dumont, Omaha 
fire insurance man who has been drafted 
by the insurance interests of that city 
as a candidate for insurance commis- 
sioner, received a unanimous endorse- 
ment at the meeting of the Lincoin as- 
sociation Saturday. A. R. Edmiston, 
chairman of the legislative committee, 
said that while the life men would have 
preferred to have the commissioner 
taken from their ranks, they consider 
Mr. Dumont the outstanding candidate. 
Governor McMullen had raised the objec- 
tion to him that he came from Omaha, 
and therefore Mr. Edmiston included in 
his motion for endorsement a declara- 
tion on the part of the Lincoln associa- 
tion that it was for a good man from 
Omaha or anywhere else in the state. 

A feature of the meeting was the dis- 
tribution of questions to be answered in 
a two-minute speech by the members 
who drew them. A division of opinion 
arose as to whether the sentimental ap- 
peal or the business urge was the best 
argument to use, and sentiment won 
easily. Another brief debate was de- 
cided in favor of the proposition that the 
signature is the hardest to get. Presi- 
dent F. C. Williams named Leon Palmer, 
Cc. R. Bigelow and W. W. Putney as cap- 
tains to conduct a drive for new mem- 
bers. 

Although the association had extended 
an invitation and had a partial accept- 
ance from President’ John W. Clegg of 
the National Association to spend part 
of a day in Lincoln on his western trip, 
it was decided that Omaha had the prior 
call. A delegation of Lincoln life men 
will go to Omaha Feb. 24 to take in the 
sales congress and hear Mr. Clegg. 

* * 


North Texas—Some 150 life insurance 
men, joined by a like number of fire 
underwriters, heard Dr. S. S. Huebner of 
the University of Pennsylvania discuss 
the insurance business at the monthly 
meeting of the North Texas association 





at Dallas. The meeting was, held jointly 
by the local life underwriters associatig, 
and the Blue Goose, an organization 
fire insurance field men. Don Sterling 
president of the life underwriters, hay 
charge of the meeting. 

Dr. Huebner advocated a policy of upj. 
versal life insurance. He said every ma 
should be compelled to carry life ingy,. 
ance. 

William A. Searle, assistant to th» 
president of the National Association of 
Life Underwriters, was an honor gues 
at the meeting. He delivered a brie 
address dealing with the constant groy. 
ing importance of life insurance and th 
needs of fire insurance. The meeting 
was the first joint affair ever held with 
fire underwriters. 

a * 


Southwest Texas—Dr. S. S. Huebner 
professor of insurance in the Wharton 
School of Finance of the University of 
Pennsylvania, was the chief speaker » 
the regular monthly meeting of th 
Southwest Texas association at San 
Antonio last week. He discussed th 
necessity of life insurance from an eco- 
nomic and commercial standpoint. Wi. 
liam A. Searle of the National associa. 
tion was also a speaker. The two noted 
insurance experts came to San Antonio 
from Dallas. They will meet with th 
Houston association before leaving th 
state, and probably will also be at th 
next regular meeting of the Forth Worth 
association. 

More than 100 life insurance men from 
every section of the district attended 
O. D. Douglas, president, was in charge 
of the meeting. 

* * * 


Northern California—The _ resolution 
adopted by the National Association of 
Life Underwriters condemning _ the 
“Princeton Case” as rebating and con- 
trary to the precepts of life insurance, 
has been endorsed by the Northern Call- 
fornia association. 


The “Little Gem” is the “original ani 
oldest” of the vest pocket books show- 
ing premiums, policies, dividends, ete 
It is now in its 23rd year and was started 
by the late Sampson Dawe of Boston, 
who also started the Unique Manual, now 
in its 26th year. Both are published y 
The National Underwriter Co., Cincinnati, 




















Peoples Life. 


ortunity 


RE you utilizing your every resource and talent to increase your earning 
power—to become a bigger and better man? Do you know opportunity 
when it comes to you? These men saw opportunity in becoming Peoples 

Life men. 


A. E. Sullivan, State Agent, 505 Lombard Bldg., Indianapolis, Ind. 
J. J. Dixon, District Manager, Eastern Illinois, Address, Home Office. 
A. M. Griffin, State Agent, Baltimore Hotel, Kansas City, Mo. 
W. Milder, District Manager, Northern Illinois, Address, Home Office. 


In charge of their respective fields they 
now offer the same opportunity that they grasped when they first came to The 
Here is your opportunity—will you dodge the challenge of hard 
work and the opportunity for better things? 


They have prospered and are happy. 





Chicago, Illinois 


For other parts of Illinois and Ohio address 
E. J. COTTER 
130 North Wells Street, Chicago, Illinois 
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Vision, Plan and Work Combined to 
Make Harry Glatz of Jamestown, N. Y. 


The Holder of a New World’s Record) 


ISION, a good plan, and hard 
V work were the three factors that 

made it possible for Harry Glatz, 
a Mutual Benefit hustler at Jamestown, 
N. Y., to break all previous world’s rec- 
ords for the largest number of life in- 
surance cases closed in a single month 
and set a new mark that should keep 


‘the boys shooting for a long time ahead. 


At the close of his drive, Mr. Glatz had 
accumulated a high total of 515 cases, 
every one prepaid and examined. His 
volume of business was $578,850. 


Every One Prepaid and 
Only Five Rejected 


One of the outstanding features of 
Mr. Glatz’s record is the quality of the 














HARRY GLATZ 


business written. Not only was every 
case prepaid, but out of the 515, only 
ive have been rejected by the company 
and there are but two postponed, all the 
test going through with flying colors. 
he first thing that life insurance men 
‘verywhere will want to know about 
this latest record-smashing event in the 
‘surance world will be the plan used. 
“rt. Glatz had a real one and never has 
the value of correct planning been bet- 
cecq onstrated than in the results se- 
an That this is so, is indicated by 
ben that Mr. Glatz did practically 
arly morning 
eget work each night between 10 
a = o'clock, which is quite unusual 
achieved” ae. In other words, he has 
seobett. the biggest record to date in 
ably fewer actual working hours 


than any of : 
. ae of the previous contestants for 
orld honors, 


Brought Business to 
her Agents 


The core of Mr. Glatz’s plan was that 
steal * frying to especially boost 
into. his ene t policies, or to put money 
of the en pocket, or to do any one 
in mind any things he might have had 
effort in such a campaign—his entire 
was put on bringing the world’s 





soliciting and he fin- | 





record to Jamestown and getting every- 
body in the city talking and buying life 
insurance. 

It worked to the extent that while 
the drive was on, the life insurance men 
of Jamestown collectively wrote more 
business than ever before, many of 
them reporting new high individual rec- 
ords. It is estimated that the total vol- 
ume of life insurance written in James- 
town during the month of January was 
around $2,000,000. His competitors 
were unanimous in declaring that they 
owed him a debt of gratitude for stir- 
ring the city so on the subject of life 
insurance. 

It was natural for Mr. Glatz to take 
such a view of his campaign, inasmuch 
as he is the president of the Life Under- 


| of all the Johnston & Monser force of 


| nearly 100 men, Mr. Glatz was the man 


| best fitted for such a campaign. Mr. 
| Glatz passed this test all right. He was 
| a Jamestown boy 37 years old and dur- 
ing the years he has lived in the town 
he has made an excellent character rec- 
ord for himself. He had to work when 
he was a kid and he had to work hard. 
While he was going to school he 


clothes and books. Some of his business 
friends today like to tell the story how 
Harry Glatz made more money than 


gathering old papers and magazines, 
rags and the like and turning them over 
shrewdly at a good profit. Later he took 
up clerking in local stores and when 
he first became connected with the 
Johnston & Monser agency in 1911 as a 
part-time man he was a salesman in a 
local shoe store. 

In 1912 Mr. Monser decided that here 
Was a part-time man who could well af- 
ford to devote his entire time to insur- 





ance and thhe was not mistaken. Soon 





| Tom Eubanks, 


. Keith Charles, Timmonsville, S. C. 


time. 





World’s Champion Producers 


Harry Glatz, Jamestown, N. Y. (January, 1925) 
Searcy, Ark. (November, 1924) 
|| C, H. Smith, Cattaraugus, N. Y. (October, 1924) 
E. M. LaPlant, Sturgeon Bay, Wis. (October, 1924) 
ack Wilson, Houston, Tex. (October, 1924) 


| Dan V. Edmundson, Birmingham, Ala. (August, 1924) 
|| R. M. Vandiver, Montgomery, Ala. (July, a Be ee oi Ce aes 
|| A. H. Hammond, Nashville, Tenn. (July, 1924)................00000. 
H. E, Scott, Demopolis, Ala. (June, 1924) 

|| Harry B. Rosen, New York (September, 1921) 
For two months the crown for the greatest monthly production rested 

on Tom Eubanks of Searcy, Ark., but Harry Glatz of Jamestown, N. Y., | 
has now established a mark of 515, which may stand unequalled for some 


In his campaign, Mr. Glatz did no Sunday work; solicited only from 

9 in the morning to 10 or 11 at night; sold folks in all walks of life, from 
13% to 62 years of age; sold many who had never previously been insured; 
presented no poor cases, eliminating many he believed could not pass; had 
only 5 rejections out of 515 cases; had every case prepaid and examined | 
before end of last day; averaged 50 calls per day. 
} 


| 


(October, 1924) 











writers Association of Jamestown, and | 
a staunch believer in the principle that | 
increased business will come to every | 
man in the business when every man | 
takes life insurance for his main sub- 
ject rather than the specific company or 
policy. 


Carefully Surveyed the 
Field Before Starting 


First, when Mr. Glatz proposed to his 
superior, C. G. Monser, of Johnston & | 
Monser, Buffalo, general agents for the 
Mutual Benefit Life, that he try to 
break the then existing record for a 
single month’s production, 381 cases, 
held by Joe Tom Eubanks, Searcy, 
Ark., Mr. Monser carefully surveyed his 
territory to determine whether James- 
town was the right town. He decided it 
was. 

Jamestown has about 40,000 popula- 
tion. The city recently put on a three | 
days’ drive to raise $1,000,000 for a new 
hotel and the total raised was $1,355,000, 
indicating that the people were public- 
spirited and up and doing. Also, there 
has been for a long time a cooperative | 
spirit among the insurance men of the 
city who have been united in talking life | 
insurance first, company second, and the | 
people have been pretty well educated 
on the value of insurance. 

The next thing was to decide whether | 


the firm of Glatz Brothers & Hoitink 
was formed, consisting of Harry Glatz, 
A. W. Glatz and Lee Hoitink, the latter 


worked outside to earn money for his | 


most boys ever make while in school by | 


the opening of the drive. Fifty-six invi- 
tations were sent to leading business 
men of -the city, of whom 53 responded. 
C. G. Monser, as general agent of the 
company, was present and spoke, stress- 
ing the point that the chief object of 
this campaign would be to advertise life 
insurance and Jamestown, There were 
other speakers and the meeting enthu- 
| siastically endorsed Glatz’s project. 
Other details of the plan were: Hire 
a publicity man to write all the news- 
paper advertising and keep the local pa- 
| pers supplied with news of progress; 
plan a direct mail campaign for the 
month’s drive; get indorsements from 
the leading life insurance men of the 
city, showing that the project was not 
a selfish one; arrange a systematic plan 
of working, including transportation, 
follow up, examinations; liaison with the 
home office at Buffalo. 
The publicity, while not extensive, so 


far as paid space is concerned, was 
good. “Do it for Jamestown and life 
insurance” may be said to have been 


the theme. Some newspaper advertising 
was run prior to the opening of the 
drive. As Mr. Glatz made notable rec- 
| ords for single day's business, etc., the 
public was apprised of these facts. 





| One large display advertisement 
| showed actual letters from prominent 
Jamestown life insurance men, com- 


| mending Mr. Glatz and his work. 


|| Used Effective Direct 
|| Mail Campaign During Month 


The direct mail campaign was helpful 
and interesting. More than 3,000 letters 
were sent out during the campaign noti- 


on them, Each letter contained a return 
post card on which the recipient was 
asked to write the names and addresses 
f prospects he thought Glatz should 
see. Hundreds of these cards were re- 
turned. Within 24 hours after any ap- 
plicant had been signed up, he received 
a letter of appreciation from Mr, Glatz’s 
office. Within 24 hours after the policy 
was received at Mr. Glatz’s office, the 
owner was informed of the fact and told 


ot 


Ee people that Mr. Glatz would call 
| 


| that it would be delivered immediately 


| 


after the close of the drive. Three girl 
clerks were kept busy at the Jamestown 
office taking care of this correspondence. 

The working plan was an efficient 


a brother-in-law. It has been eminently | one. Mr. Glatz used his automobile con- 


successful. 


Did Not Solicit 
Business in His Club 


Mr. Glatz has made a record for him- 


| self in his home town as a clean liver, 


an honest and industrious young man 
and a “comer.” This is evidenced by the 
fact that he is a member of Jamestown’s 
most exclusive club, a purely social or- 
ganization with a membership limited to 
110. It should be said that in his entire 
campaign, Mr. Glatz did not solicit a 
single member of his club. One man of- 
fered him an application one day at the 
club and Mr. Glatz refused to write it 
there. “Come to my office tomorrow 
and I'll write you up—not here,” he told 
his friend. 

One preliminary ‘test used by Mr. 
Glatz in deciding whether it was right 
for him to attempt to break the world’s 
record was to make up a preliminary list 
of 100 persons whom he felt sure would 
take a policy of him immediately on be- 
ing asked. He was able easily to make 
up such a list and after results showed 
that his list was an accurate one. 

The first step in the plan itself was a 
dinner on Jan. 3, two days previous to 





tinually. His brother acted as chauffeur 
and was responsible for the prospect 
| routing. The third member of the firm 


| 








had charge of the completion of cases, 
completing part one of the contract and 
following up on the examination. Harry 
Glatz’s only business was to make the 
call, sell the insurance, determine the 
amount, get the signature and collect 
the money. 


Had Four Physicians 
at Work All Month 


Four examining physicians were re- 
tained for the month, One of these noti- 
fied his patients in advance that he 
would be out of town for the month and 
devoted his entire time to Mr. Glatz’s 
work, The first eighteen days Mr. Glatz 
was running behind on examinations 
and at the end of that time was about 
100 to the bad. From that time on the 
physicians made special effort to catch 
up, with the result that at 10 o’clock on 
the morning of the last day there was 
not a single: case unexamined. This was 
very important for, it will be remem- 
bered, many previous record-breakers 


have had scores of uncompleted cases 
left over at the end of their drive. 


32 


THE NATIONAL 


UNDERWRITER 


February 153, 19% 











SHARP ATTACK MADE 
ON PRESIDENT DUFFIN 


(CONTINUED FROM PAGE 5) 


Knadler & Lucas pickle works, in which 
Mr. Duffin was also interested. 

Mr. Martin became an implacable 
enemy of Mr. Duffin, and is alleged to 
have made numerous threats, and to 
have said that he was going to the limit 
in making the facts public. 


Disbarment Proceedings Brought 


Mr. Martin, with the aid of Louis M. 
Eyerman, a former bookkeeper for the 
Attorneys’ Mércantile Co., James Kin- 
narney, a former detective, brought dis- 
barment proceedings against Mr. Duffin 
with a number of affidavits regarding 
accounts alleged to have been collected 
by the Attorneys’ Mercantile Agency 
Co. and alleged to have been held over 
periods of a few months to as long as 
four years, without settlement with 
clients. 

Judge Field issued a rule against Mr. 
Duffin on Thursday afternoon, om in- 


formation in the hands of W. Clarke 
Otte, assistant commonwealth’s attor- 
ney. 


Duffin Swears Out Warrant 


In the meantime Mr. Duffin swore a 
warrant (security) against Mr. Martin, 
who had instigated the disbarment pro- 
ceedings. In this warrant the allega- 
tion was made that Mr. Martin had 
threatened Mr. Duffin’s life, and that he 
believed that Mr. Martin intended to 
commit acts of violence upon him. In 
the affidavit Mr. Duffin stated that while 
the threats had not been made to him 
personally, they had been made to bank- 
ers, lawyers and others for the sole pur- 
pose that they would be communicated 
to him. Mr. Martiy was arrested but 
immediately released on bond of $2,500. 

In response to the court rule Mr. 
Duffin and his attorneys were in court 
on Saturday and specifically denied each 
affidavit, and held that during the dates 
mentioned he was not active in the 


! 
| management of the agency, had not 





withheld his signature from any checks, 
had not personally received any of the 
accounts for collection, or that demand 
had been made upon him for payment. 
Denial was also made of conduct in 
violation of his oath as a member of 
the Jefferson County bar. Dismissal of 
the rule was asked, but Judge Fields 
set Feb. 16 for hearing of the case, and 
also issued a rule for Owen D. Duffin, 
brother of James R. Duffin, treasurer of 
the collection agency, hearing to be on 
Feb. 16. 

Attorneys for Duffin characterized the 
action as one of spite and asked for 
early action, holding that the publicity 
could not help but hurt Mr. Duffin and 
also the Inter Southern Life. 


Wants Duffin to Resign 


Mr. Martin, who alleges that he as 
well as James Kinnarney are stockhold- 
ers in the Inter Southern Life, has also 
been quoted in the press as having 
stated that he will immediately ask for 
an audit of the books of the insurance 
company as soon as he can reach the 
attorney general and call the matter to 
the attention of the insurance commis- 
sioner. Mr. Martin has also been de- 
manding that Mr. Duffin resign as pres- 
ident of the Inter Southern. 

Prior to the bringing of the action, 
Ernest Woodward, attorney for Mr. 
Duffin, had endeavored to arrange an 
arbitration of the argument, and had 
suggested a committee, which attorneys 
for Mr. Martin refused to consider. L. 
D. Greene, attorney for Mr. Martin, 
had also proposed an agreement, under 
which a committee would be named, 
which would employ expert accountants 
to examine the insurance company. This 
agreement, as gotten up by Mr. Greene, 
aiso provided for the resignation of Mr. 
Duffin as president of the Inter South- 
ern to be placed in the hands of the 
committee, to act on as it saw fit. 

In the agreement offered by Mr. Duf- 
fin’s attorneys and refused by the Mar- 
tion faction, it was agreed that a com- 
plete audit of the insurance company 


would be made, and that if the com- 
mittee concluded that Mr. Duffin had 
been dishonest, unfaithful or incom- 
petent, he would step down as president 
and not seek re-election to office. It 
was also agreed that Mr. Duffin would 
pay any claims awarded against him, if 
proven before the committee. However, 
Mr. Martin’s attorney would not con- 
sider the proposal. 

It appears as though Mr. Duffin did 
all in his power to placate Mr. Martin 
and arbitrate the matter, but that Mr. 
Martin was out to cause as much pub- 
licity as possible. 

S. M. Saufley, insurance commissioner 
of Kentucky, was in Louisville, and 
Thomas S. McMurray, Jr., insurance 
commissioner: of Indiana, arrived in 
Louisville on Thursday, the latter stat- 
ing that he merely dropped in for a 
| friendly visit. On Thursday evening a 
conference was held between some of 
| the directors and officials of the insur- 
| ance company and the two insurance 
commissioners. 

Saufiey Issues Statement 


Mr. Saufley issued a_ statement to 
| the press reading: “In regard to the 





| disbarment proceedings brought against | 


| James R. Duffin, president of the Inter 
| Southern Life, the Kentucky insurance 
department can not see how the in- 
| terests of the policyholders and stock- 

holders of the company can be affected. 
| The Kentucky department in conjunc- 
tion with the Illinois and Indiana de- 
partments, in an examination made in 
December, 1923, found the company in 
splendid financial condition. Since then, 
during my year’s term as insurance 
commissioner, I have carefully and 
conscientiously scrutinized every addi- 
tional transaction of this company. It 
has shown a remarkable growth and in 
my opinion has a great future. It com- 
plies with every requirement of the Ken- 
tucky insurance laws and has on de- 
posit with the state treasurer gilt-edged 
| securities as required by the statutes, 
| more than sufficient to protect every 
| policyholder. No policyholder or any- 
‘ one interested need doubt for a minute 








that the insurance department will tak 


McMurray was quoted in th 
press: “In the time allotted 1 hay 
made a quick survey of conditions and | 
am satisfied that the Inter Souther 
is solvent. It appears to me that this 
is a personal fight in which, of cours, 
I am not officially interested. I am per. 
fectly satisfied with the way the que. 
tion is being handled by the Kentucky 
insurance department.” ’ 

Mr. Saufley supplemented his state. 
ment with one to the effect that whik 
he did not feel that it was necessan 
he would order a complete audit of th 
affairs of the Inter Southern if anyon 
interested called on the insurance de. 
partment for an audit. 

If the company is solvent and reall 
in good shape the facts should i 
known, or if it is insolvent the facts ar 
also needed. The company at its ann] 
meeting in January, when a three-day 
conference of agents was held in Loui. 


| ville, reported insurance in force at up. 


ward of $105,000,000, with assets x 
over $12,000,000 its statement showing 
excellent growth and much promise, 


Peoria Life’s Figures 
The Peoria Life passed the $100,00- 
000 mark in insurance in force last yea 
the figure being $100,708,083; gain, $16- 
185,272. Its premiums were $3,095,127 
gain, $402,461; assets, $9,325,847, in- 
crease, $1,551,367; capital, $250,000; net 
surplus, $279,083. Mortality ratio, 693 
percent. It earned 6.2 percent interest 

on its mortgage loans last year. 


Farmers National Meeting 

About 60 agents of the Farmers \z 
tional gathered in the home office in 
Chicago Feb. 11-12 for business getting 
sessions. Qualification for attendance a 
the convention was dependent upon the 
production of $40,000 of paid for bus- 
ness from Sept. 1 to Dec. 31, 1924. Get- 
ting prospects, the approach and closing 
were the main subjects taken up at the 
meeting. 











surance; 
values, 
and 


seem to be 


quickly. 





There are all kinds of life in- 

but the substantial 
the rugged honesty, 
straightforward provi- 
sions of the Franklin policy 
recognized 





N 1920 a “counsellor” of The Franklin, located 
in an Illinois town of 3000 inhabitants, paid 
for $500,000 of business written during that year; 


and he wrote 


In 1924 another “counsellor” of The Franklin paid 
for $500,000—no unusually large policies—and he 
lives in a Georgia town of less than 400 inhabitants. 


no “‘large’ policies. 


These men are members of The Honor Club. 
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